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HEAVY LOSSES 
REDUCE CONTINGENTS 


Reliable Estimates Show Metropolitan 
Losses to Have Increased 
100 Per Cent. 








SERIOUS PROBLEM FOR AGENTS 





Eight Fires Alone Cost Companies 
Thirty Per Cent. of Last 
Year’s Total 





Official estimates of the 1917 fire loss 
in the metropolitan district compiled 
for The Eastern Underwriter on 
Wednesday, place the increase over the 
losses of 1916 at a few points more 
than 100 per cent. The incurred losses 
in this section for 1916 were, in round 
numbers, $10,100,000. 

Eight Fires Cost $3,185,000 

Herewith is presented the approxi- 
mate losses from eight fires during the 
past twelve months, which total $3,- 
185,000, or about 30 per cent. of last 
year’s entire loss: 


i OD ces cr eseucns $1,500,000 
Washburn Wire Co...... 500,000 
Chas. Williams Stores... 400,000 
428 Greenwich St........ 160,000 
Manhattan Brass Co..... 200,000 
Brooklyn Cooperage Co.. 150,000 


British America Chemical 
Co. 
226 West 35th St......... 


150,000 
125,000 


peptge haves «the $3,185,000 


Hard on Contingents 

These excessive losses in the metro- 
politan section and in Brooklyn are be- 
lieved to have very materially reduced 
the profits of those agencies operating 
on a contingent basis and in some in- 
stances to have entirely wiped out any 
income from this source. As a large 
portion of the local offices have con- 
tingent contracts, the fear has been ex- 
pressed by some that this added hard- 
ship on top of the increased overhead 
charges and the duplication of clerical 
charges through the draft presents a 
serious situation. 





The National Surety has made an 
appropriation of $100 a month for its 
Welfare Club, whereby the small charge 
heretofore made to cover the cost of 
coffee and tea will now be applied to 
the purchase of war savings stamps. 











“The Largest Fire Insurance Company in America.” 


THE HOME 


INSURANCE 


COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 








Sixty-four-Year Record for Fair Dealing and 
Prompt Adjustment and Payment of Losses 





FIRE AND ALLIED BRANCHES OF INSURANCE. 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Sprinkler Leakage, Tourists’ Baggage, 
Use and Occupancy, Windstorm. 


STRENGTH REPUTATION SERVICE 





























Established 1809 


North British 
‘and Mercantile 
Entered United States 1 cuurance Co. 


1866 


Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 
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ORGANIZED 1867 Operating in 

IOWA ILLINOIS 
PENNSYLVANIA OHIO 
MINNESOTA INDIANA 
NORTH & SOUTH DAKOTA 
NEW JERSEY MICHIGAN 

LIFE OF IOWA | Bice orcinoit 
KANSAS NEBRASKA 
MISSOURI CALIFORNIA 

J. C. CUMMINS, President OREGON WASHINGTON 


LIFE MEN TO SPEND 
A WEEK IN CAMPS 


Now Being Perfected to Visit 
Service Men Latter Part 
of January 


CONFERENCE AT CAPITAL TODAY 





Plans 





Way, Vardell, Priddy and Kuhns, Shuff, 
- Markey and Talbot at Last 
Meeting 


The life insurance men who were 


called to a conference at the Treas 
ury Department the latter part of 
last week agreed to extend every as- 
sistance possible to the Government 
in seeing that the soldiers and sailors 
take out insurance before the expira- 
tion of the time limit: February 12. 
Up to Monday morning $2,600,000,000 
had been written; 324,000 applications. 
As there are more than a million sol- 
diers and sailors it will be seen that 
hundreds of thousands are yet uncwy- 
ered. 
Those Attending Conference 

At the conference last week the 
l'reasury Department was represented 
by Assistant Secretary of the Treas- 
ury Thomas B. Love (former Insur- 
ance Commissioner of Texas), and the 
officers and heads of departments of 
the War Risk Bureau, including the 
commissioner of soldiers’ and sailors’ 
insurance, Charles F. Nesbit. The in- 
surance men who attended were John 
L. Way, Travelers; Thomas W. Var- 
dell, Southwestern Life; George 
Kuhns, Bankers Life of Des Moines, 
John L. Shuff, Union Central; Law- 
rence Priddy, president of National 
Association of Life Underwriters; 
Daniel P. Markey, Knights of the Mac- 


cabees, and A. R. Tabbot, Modern 
Woodmen of America, 

The conference had been called by 
the Treasury Department to devise 
ways and means to more vigorously 
prosecute the Government's soldiers’ 
and sailors’ insurance campaign. 

Will Meet Again Today 

A further conference will be held 
in Washington today and tomorrow at 
which time it is believed the cam- 
paign committee will be enlarged by 


the appointment of a number of other 
persons prominently identified with 
life insurance. 

A campaign will be organized by the 
National Association of Life Under- 
writers, and it is believed that the 
cantonments and other camps will be 
visited the last week in January. 

















Good Territory Open For Agency 


apply to 
H. E. ALDRICH 


Supt. of Agents 
DES MOINES, IOWA 


<7 


Attractive Policies to Sell 


Low Net Cost 


Large Annual Dividends 
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351316 



































2 


THE EASTERN 


UNDERWRITER 


January 4, 1918. 





Two New Policies 
by Northwestern 


CONVENTION ON IN NEW YORK 
Company Approves $176,000,000 New 
Business—Mortality Reduced— 
War Conditions Discussed 





With two hundred in attendance, the 
annual convention of the Middle At- 
lantic and New England States agen- 
cles of the Northwestern Mutual Life, 
Opened at Hotel McAlpin, New York, 
January 2. 

It was announced that the company’s 
medical department approved last year 
over $176,000,000 of business, which, #s 
$4,600,000 over 1916. 


Bristol Chairman of Meeting 

W. F. Hazelton, of Providence, 
opened the meeting and read a letter 
of greeting from Capt. Millard W. Mack, 
former general agent in Cincinnati, 
who is now in France on a special 
mission for the Government. Jno. I. 
D. Bristol, of New York, acted as 
enairman. President George C. Mark- 
bam was unable to attend and Second 
Vice-President P. R. Sanborn read a 
message of welcome from the chief ex- 
ecutive. 

Investments Profitable 


Mr. Sanborn read an address on the 
company’s financial position in which 
he praised the constructive work done 
by Judge Henry L. Palmer, who had 
been with the company for more than 
fifty years. How the company came 
to move its home office from Janes- 
ville to Milwaukee, and the wisdom of 
that change, were cited. The repre- 
sentatives were informed that since 
1870 the company has more than paid 
its death losses from profits on in- 
vestments. It has leni $600,000,000 to 
farmers in the Middle West. Mr. San- 
born drew a good laugh when he said 
in apparent seriousness that Iowa 
blooded live stock is worth its weight 
in gold in New York restaurants. The 
remainder of his talk was along pa- 
triotic lines. 


Ravages of War 

Medical Director J. W. Fisher talked 
on the subject generally assigned to 
him—medical selection—and explained 
the early work which led up to the 
combining of experience of thirty-three 
American companies and one Canadt- 
an company in 1900. This covered 
uinety-eight classes between 1870 and 
1900, and embraced 1,500,000 policies. 
In 1909 the combined experience was 
secured of 48 companies in the United 
States and Canada on 3,000,000 lives. 

As to the war, Doctor Fisher said 
his company has thus far received no- 
tice of seventeen deaths among sol- 
diers. The ravages of venereal disease 
are appalling. %In England there are 
four general hospitals under the Army 
Medical Board. In one of these hos- 
pitals there are 300 beds occupied by 
these cases. One hospital in six 
thonths handled 11,500 such cases and 
13,000 cases were released as cured. 
The other three hospitals show just 
About the same number of cases. 
In this country 400 men have been 
sent home from the army camps with 
tuberculogis. There are 300,000 cases 
¢t tuberchlosis among the French sol- 
iiers and about 500,000 outside of the 
lrmy. 

i Automobile Accidents 
Excessive mortality among numerous 
glasses was specifically referred to and 
the saving shown between that of al? 
companies contributing to the medico- 
actuarial experience and that of the 
orthwestern. Rapid pulse cases, ho- 
1 proprietors and railroad employes 


were among’ those specifically re- 
ferred to. 

As to automobile accidents, the com- 
pany paid death claims from this 
cause as follows: 1915, 53; 1916, 45; 
1917, 48. As a whole the company’s 
loss experience last year shows a sav- 
ing of about $1,300,000 over 1916. High 
blood pressure cases show a #aortality 
of just double that of the company’s 
entire business and it is estimated that 
$1,000,000 has been saved by not tak- 
ing these risks. 

Business Will Be Good 

Doctor C. E. Piper, chief of the in- 
spection department made a spirited 
aldress in which he said life insur- 
ance men who stay at home and sell 
protection for families are performing 
a work nearly as important as that 
o: those men who go to the front. He 
urged thrift and all other stabilizing 
practices. As to the future of the 
Lusiness, Mr. Piper declared that while 
many may think they are facing hard 
times, word comes from the field that 
never before were men of middle age 
so willing to insure. The feeling of 
eelf sacrifice was never so strong; 
husiness men realize as never before 
the value of the lives of their asso 
ciates. “The plums are falling,” he 
said. 

Banquet Features 


In keeping with the feeling of the 
times the banquet Wednesday night 


‘took on the aspects of a “war dinner.” 


Cattell, of Philadelphia, 
spoke on “Big Things for Big Men 
tu Do.” He and Robert Davis, of the 
American Red Cross Commission and 
Major F. R. Stoddard, Jr., second depu- 
ty superintendent of insurance of New 
York, were the principal speakers. 
Resides the speakers the guests were 
P. R. Sanborn, second vice-president; 
Medical Director J. W. Fisher, Doctor 
C. E. Piper, chief of the inspection de- 
partment; Actuary P. H. Evans, John 
J. Hughes, of the agency department, 


Kaward J. 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS. 


For Agency Contracts address 


O. S. CARLTON 
PRESIDENT 








George E. Copeland, superintendent of 
agencies, and E. F. Valentine. 
Cup Presented 

A silver cup was awarded to the 
Connecticut agency, of which F. A. 
Griswold is manager, in recognition of 
his force having finally won a three 
ycars’ competition between the Con- 
necticut and Brooklyn agencies. The 
cup now will remain the property of 
the Connecticut agency. 

Louis E. P. Smith, general agent at 
boston, presided. 

Wednesday afternoon R. W. Putnam 
of Syracuse spoke on “Flexibility of 
Contract, Paid-Up Option, etc.’ Option- 
a: settlements were discussed by D. 
E—. Osgood of Brooklyn. Actuary P. 
H Evans talked on reserves, saying 
that in spite of the war’s disintegrat- 
ing influences he believes the com- 
pany can maintain its present dividend 
scale in 1919. The 1918 scale was an- 
nounced last fall, unchanged. 





makes a specialty 


In addition to the ordinary forms of life insurance 


THE EQUITABLE 


Insurance to protect business firms and corporations, under a corporate 
form of policy. 


of the following: 





Group Insurance, by which employers protect families of employes. 





A flexible contract, known as the 


converted by the Insured into an Ordinary Life, Limited Payment Life, 
or Endowment Policy. 


Convertible Policy, which can be 





and permanently disabled: 


for life equal to one-tent 





A Bond issued without medical examination giving the investor an income 
for his declining years. 

A new policy is offered under which the insurance 
is DOUBLED if death results from ACCIDENT. 
This policy also embodies the following advantages if 
the person whose life is insured becomes totally 


1. Thereafter the Equitable will carry the insurance 
—tThe Insured will have nothing further to pay. 


2. The Equitable will pay the Insured an annual income 
of the face of the policy. 


3. Upon the death of the Insured the full amount of the 
insurance will be paid to the Beneficiary (or double the 
amount if death is due to accident) without deduction on 
account of the income paid to the Insured while living. 


(See the policy for conditions and details.) 
For Agency Openings Address 


WILLIAM E. TAYLOR, 


Superintendent of Agencies 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 








The company has 250 agents in war 
service and 50 from the home office. 

L. W. Mack, of New York, Speaking 
of the Government war insurance, said 
it would prove a tremendous factor 
in the development of all life insur- 
ance. The Government, he said, has 
for the first time recognized the re- 
sponsibility of a married man to his 
dependents, and has authorized the 
withholding of a portion of his pay 
to make provision for them. This will 
be a great stimulus to the life insur- 
ance business, but in spite of the at- 
tractivenes of the Government’s plan 
it is found necessary for life insur- 
ance men to virtually sell it to the 
men in the ranks. 


New Policies 

Two new policies will be issued, one 
a limited payment life with premiums 
payable until age 65, and an endow- 
ment at age 65. These policies will be 
sold in conjunction, the combination 
appealing strongly to many insured. 
The disability feature will be extended 
to age 65. The age limit is now 60. 


Cash and Loan Values 

The company’s other policies have 
been rewritten and simplified. Cash 
and loan values can be obtained by the 
insured without the consent or parti- 
cipation of any beneficiary not irre- 
vocably designated. Other changes in 
the contract are of minor importance. 


Last year the agency of Jno. f. D. 
Bristol paid for $13,000,000 besides de- 
voting much time to Red Cross and 
Liberty Loan work. Herman Duval 
paid for $1,500,000 and Rudolph Recht 
and Theodore Peyser stand next in 
production. 

The meeting was continued through 
Thursday. 





SOUTHLAND AND W. S. S. 


In line with its endeavor to assist 
the Government in every way, the 
Southland Life Insurance Company, of 
Dallas, has this year presented to its 
clerks, as a Christmas bonus, War 
Savings Certificates instead of the 
usual gold pieces. The number of Cer- 
tificates allotted was based on the em- 
ploye’s yearly salary, the percentage 
being double what was allowed in 
cash a year ago. 


PENNSYLVANIA INSURANCE 

The Pennsylvania legislative com- 
mittee for the codification of insur- 
ance laws has been appointed, con- 
sisting of Senators Daix, Philadelphia, 
and Baldwin, Potter, and Representa- 
tives Mearkle, Allegheny, and Siggins; 
Warren counties. The insurance men 
who will confer with the legislative 
committee are E. A. Woods, A. J. 
Maloney and Robert M. Coyle. 





H. C. Hintzpeter, of the Mutual Life 
in Chicago, closed the year with $2,000,- 
000 of business. 
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Companies Made 


Gain in Paid-For 


1917 





SOME ROUND FIGURES 


New York Life Paid for $315,000,000— 
P. L. & T. Paid for $63,680,000 
—Travelers’ Data 





The New York Life’s new paid in- 
surance for 1917 is about $315,000,000; 
at the close of 1917 the total outstand- 
ing insurance in force is about $2,676,- 
600,000; at the close of 1916 it was 
about $2,511,600,000, an increase of 
$165,000,000. During the year the Com- 
pany paid over $30,000,000 in death 
lesses; about $56,000,000 in maturing 
policies and other cash benefits, and 
about $23,000,000 in dividends, while 
loans were about $23,500,000. 

The Security Mutual Life winds up 
the year with approximately $54,000,- 
000 insurance in force, and with as- 
sets aggregating $8,750,000. 1916 fig- 
ures: Assets, $8,097,355; in force, $51,- 
786,159. 

P. L. & T. Figures 

The following figures in round num- 
bers give the Provident Life & Trust 
figures: 

Paid for business, 1917.... $63,680,000 
Paid for business, 1916.... 52,170,000 





Increase $11,510,000 
Paid for business outstand- 
ing December 31, 1917...$389,091,000 
Paid for business outstand- 
ing December 31, 1916... 


353,129,000 





Increase $35,962,000 
Admitted assets (New York 
standard), Dec. 31, 1917. .$100,573,000 
Admitted assets (New York 
standard), Dec. 31, 1916.. 


94,611,000 





ee re $5,962,000 
Home Life’s Figures 

The insurance issued by the Home 
Life for 1917 will be about $22,000,000, 
or from 22 to 25 per cent. greater than 
the issue of 1916. The total insurance 
in force at the end of the ‘year was 
about $144,000,000, a gain of $12,000,- 
000. 

The United States Life paid for about 
$2,750,000 in 1917; assets on December 
31, about $7,325,000. 

Continental Life, Wilmington, paid 
for approximately $3,000,000 in 1917, 
and its assets are approximately $2,- 
500,000. Assets December, 1916, were 
$2,114,775; paid for, $3,029,104. 

Central Life, Ottawa, Ill. Paid for, 
1917, about $4,250,000; assets, $2,000,- 








" STRENGTH OF f) 
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000. In 1916: paid for, $4,400,445; as- 
sets, $1,658,073. 
The Travelers 


The record of The Travelers in 1917 
exceeds all of its previous records. 


New Life insurance paid 

ere ee over $185,500,000 
ee er ere over 70,500,000 
Paid Life premiums over 16,500,000 
ME scrkiseuenseweks over 2,800,000 
Paid Accident and Health 

| ae over 5,800,000 
CE “Scenats uct en caus over 433,000 
Paid Compensation and 

Liability premiums over 17,700,000 
ce kudcasicewahun over 4,690,000 
Paid premiums, The Travy- 

elers Indemnity Co. over 2,700,000 
aS eee re over 940,000 
Total premium income over - 42,860,000 
a Neer over 8,924,000 
Income, The Travelers In- 

surance Company ..over 46,283,000 


CN. Saccuwmncdacmeain over 9,232,000 
income, The travelers In- 
demnity Company. .over 2,899,000 
GE caveawwn ate esas over 965,000 
Total income ........ over 49,182,000 
a Serre over 10,196,000 
Massachusetts Mutual Pays for 
$62,000,000 


The Massachusetts Mutual Life paid 
for approximately $62,000,000 in 191.. 
In 1916 it paid for $57,125,000. 

The Intermediate Life Insurance 
Company, of Evansville, Ind., had ap- 
proximately $7,757,000 insurance in 
force at the close of 1917, and paid 
‘or approximately $2,000,000 worth of 
new business. The assets of the com- 
pany will be in the neighborhood of 
$1,020,000, with the surplus over cap- 
ital stock and all liability of $50,000. 

The American Central Life of In- 
dianapolis at the end of December, 
1917, had approximately $46,900,000 in- 
surance in force, as compared with 
$10,456,000 in force December, 1916. 
Its gross assets will be about $6,010,- 
000. 

The 
paid 
assets 


Lutheran International Inc. has 
for about $500,000 in 1917. Its 

are about $220,000. 

The Ohio National Life issued $4,- 
250,000 in 1917, a gain of $2,450,000. 
The insurance in force is $11,500,000. 
Assets, December 31, are $14,500,000 
surplus to policyholders, $715,000. 


Union Central and Equitable 
The Union Central’s paid-for busi- 
ness for 1917, will be about $80,000,000; 
assets at end of the year about $120,- 
£00,000; total amount of insurance in 
force about $525,000,000. Figures for 
1916 are $76,901,819 written, $472,603,- 

£17 in force, assets, $114,684,245. 
The Equitable Life Assurance So- 
ciety paid for approximately $185,000,- 


006 in 1917. This is exclusive of 
group. 
The Peoria Life closed the year 


with issued business of $7,000,000 as 
against $5,000,000 last year. This closes 
the year with $21,000,000 of business 


in force, with assets of $2,000,000. The 
Company has entered two new States, 
Nebraska and Kentucky, making seven 
States in all. It expects to write $10,- 
000,000 in 1918. 
New England Mutual 
National 
The New England Mutual had a great 
year. Its new paid-for business for 
1917 was $54,800,000; its increase in 
insurance in force $38,100,000. 
The Columbian National estimates its 
paid-for business as $15,000,000. 


Three Years For 


Elmer Dwiggins 


and Columbian 


LIFE MAN NOW IN PENITENTIARY 
Sentenced for Liberty Bond 
Swindle in New 
York 

Elmer Dwiggins, who at one time was 
a leading producer of life insurance, and 
later became a general agent in New 
York City, is now in the Federal peni- 
tentiary at Atlanta, Ga., serving a three 
years’ sentence. He had pleaded guilty 
to an indictment charging him with hav- 
ing misused the mails in a scheme to 
defraud persons who entrusted their sav- 
ings to him for investment in patriotic 
securities. 

Ben A. Matthews, Assistant United 
States Attorney, called the offences 
tantamount to treason and asked the 
imposition of a very severe sentence, 
He said that Dwiggins’, act had been 
injurious to the military policies of the 
nation. 

Dwiggins’ defalcations were said in 
court to amount to $105,000 and the 
number of swindled persons to exceed 
7,000. 

Liberty Bond Swindle 

His lawyer pleaded that he was truly 
penitent and that his record has pre- 
viously been good. This statement, how- 
ever, was shattered when Mr. Matthews 
called the court’s attention to the fact 
that the broker had been indicted for 
larceny and embezzlement in 1897 and 
iater in Iowa for running a bucket shop 

The plan used by Dwiggins to defraud 
the Liberty Bond purchasers was one 
for the sale of the securities on install- 
ments. When final payment was mad3 
they were to receive the bonds, but in- 
stead they found that their money had 
been used by Dwiggins to speculate in 
stocks. 

JOHN D. KAY TRANSFERRED 

John D. Kay, for twelve years su- 
rerintendent for the Metropolitan at 
Glens Falls, N. Y., hag been transfer- 
red to Schenectady. 

Samuel Heifetz, of the Mutual Life 
in Chicago, increased his production 
over 1916 by $350,000. 


Harold Peirce’s 
Daily Paper Ads 


INHERITANCE TAXES 





BASED ON 





Points Need of Estate Protection— 
Discusses Shrinkage of 
Securities 





Harold Peirce, the New York Life 
agent in Philadelphia, who wrote the 
J. Pierpont Morgan and J. P. Davison 
policies, ran an advertisement in the 
New York “Evening Post,” a newspaper 
which circulates in financial, literary 
and professional circles mostly. As 
anything that Mr. Peirce has to say 
on the subject of life insurance is of 
wide interest to agents it is printed 
herewith: 

Three questions every wealthy man, 
who is not blindly indifferent to facts, 
should ask himself: 

First question: Have I sufficient 
ready cash laid aside to pay the Fed- 
eral and State inheritance tax on my 
estate? Illustration: As a minimum 
these taxes vary from about $2,500 on 
a $100,000 estate to $350,000 on a §$3,- 
000,000 estate and must be paid part 
within 6 months and all within 1 year 
or a heavy penalty is added. 

Second question: Should my execu- 
tors be obliged to sacrifice, at great 
loss, securities which I may leave for 
the purpose of raising the money nec- 
essary to meet these inheritance taxes? 
Illustrations: Bonds, stocks, real estate 
and mortgages, even of unquestioned 
value, cannot be sold at present except 
at great loss, and there is little pros- 
pect of better conditions for several 
years. The larger the estate the great- 
er the shrinkage in value if cash is 
required for immediate use. 

Third question: How can I best pro- 
tect my estate and make sure that my 
beneficiaries receive the amounts I 
bequeath them in my will? Illustra- 
tion: Large estates frequently shrink 
to such an extent in settlement that 
many benefactions are reduced. This 
is often because the executors are 
obliged to sacrifice securities to obtain 
money necessary for inheritance taxes 
and other debts. 

The answers: The answers to these 
questions are given in a short brief I 
have prepared, which I will be pleased 
to send to anyone interested, upon 
written application. 

Harold Peirce, 222 Drexel Building, 
Philadelphia. 


Prudential Group Policies Sell 


Because of absolute protection, low premiums, annual dividends, grace 
period, disability provisions, termination refunds, incontestability 
clause, special certificates: for employees, privilege of naming bene- 
ficiary, good commissions, and the Company’s great experience In deal- 
ing with millions of workers in forty years. 


Send for Particulars of Policy 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


Incorporated Under the Laws of the State of New Jersey 


FORREST F. DRYDEN, President 


Home Office; NEWARK, N. J. 
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Insurance Men 
in New Association 


RAILROAD SECURITY PROTECTION 


F.,F. Dryden Vice-President of Eastern 


District of National Association of 
R. R. Bond Owners 


Baltimore, Dec. 28.—The National As- 
sociation of Owners of Railroad Secur- 
ities has just been incorporated under 
the laws of Maryland by S. Davies War- 
field, president of the Continental Trust 
Company; H. Crawford Black, capitalist 
and William M. Hayden, president of 
the Eutaw Savings Bank, on behalf of 
investors. The headquarters of the as- 
sociation is to remain in Baltimore, with 


Mr. Warfield as president. There are 
also five district vice-presidents. 
Life, Fire and Surety Men Represented 

The executive and advisory commit- 
tees comprise the charter membership, 
the New York committeemen being as 
follows: Kxecutive committee, Mortimer 
N. Buckner, president New York Trust 
Company; F. H. Ecker, treasurer Met- 
ropolitan Life Insurance Company; Dar- 
win P, Kingsley, president New York 
Life Insurance Company; Henry A. 
Schenck, president Savings Banks Asso 
ciation of the State of New York and 
president Bowery Savings Bank; A. H. 
Wiggin, president Chase National Bank. 
Advisory committee, W. A. Day, presi- 
dent Equitable Life Assurance Society: 
Charles A. Pedbody, president Mutual 
Life Insurance Company; F. H. Wcker, 
George E. Ide, president Home Life In- 
surance Company; Cecil F. Shallcross, 
manager Royal Insurance Company; C. 
L. Tyner, vice-president Home Insur 
ance Company; Charles G. Smith, presi- 
dent German-American Insurance Com- 
pany; William H. Ziegler, Hanover Fire 
Insurance Company; William B. Joyce, 
president National Surety Company; L. 
W. Smith of Harris, Forbes & Co. and 
Gates W. McGarrah, president Mechanics 
and Metals National Bank. 

Dryden's Territory 

Forrest F. Dryden, president Pruden- 
tial Insurance Company, is vice-presi- 
dent of the Eastern district, embracing 
New York, New Jersey, Delaware, Penn- 
sylvania, Massachusetts, Connecticut, 
Rhode Island, Vermont, New Hampshire 
and: Maine. 





MAY BE A LONG TIME YET 








Industrial Men Worried About Exodus 
to Europe After the 
Great War 





Industrial. life insurance men saw 
signs last,summer of a large exodus of 
foreigners from America when the war 


ends. This was particularly noticeable 
in Chicago. Now it is being noised 
about that fully 3,000,000 are ready to 
return to their native lands as soon as 
tlie dove-of peace shall find a perman- 
ent resting place. This emigration may 
be felt by industrial life offices but it 
should not ,be .4,just' cause for worry 
By industrial,’ accident and health 
agents. If, as is said, only 25 per cent. 
af faétOry Workers carry accident and 
Health insurance, there are plenty of 
fish in the sea. The best thing to do is 
forget the 3,000,000 who are going to 
Weave and get after the 75 per cent. who 
have no insurance. Indications from 
ali parts of the country are that the 
business interests have entered the 
ew year with few misgivings. This 
ispatch to a daily paper shows the 
temper of business men: “Boston, De- 
tember 28.—One thing is clear in all 
the obscurity ahead of us in 1918— 
there will be more than enough work 
r every: able-bodied person, and with 
everybody at work at good pay, there 
be no room for hard times,” 


” ~~ “. 
cs “seues:: 


Equitable’s 1917 
Group Writings 


MANY BIG NEW YEAR_ GIFTS 


Insurance Generally for Year’s Salary— 
Increases for Each Year 
of Service 

New Year gifts to employes of vari- 
ous industrial, manufacturing and com- 
mercial institutions in the form of 
group life insurance aggregating some 
$20,000,000 life insurance is reported 
by the Equitable Life Assurance So- 
ciety. In most cases the insurance is 
for the amount of one year’s salary, or 
income, and in other cases it is for 
flat amounts, increasing $100 per year 
for each additional year of service up 
to a maximum of $3,000 insurance. 


Some of the Insured 

Among the companies adopting the 
Equitable group plan at this time are 
the following: LaLance & Grosjean 
Manufacturing Co., of New York and 
Woodhaven, L. LL, where the big steel 
agate-ware plants are located; F. C. 
Linde Co. and Mercantile Co. of New 
York, warehouses; L. Oppenheimer, 
chain of 388 stores, New York City; 
Okonite Co. of New York City, manu- 
facturers of insulators; American Pa- 
per Co., Kensington, Conn.; George W. 
Smith & Co., Inc., Philadelphia, Pa., 
wood-workers and shipbuilders; Ault- 
man & Taylor Machinery Co., Mans- 
field, Ohio; the Fisher Bros. Co., chain 
wholesale and retail groceries, Cleve- 
land, Ohio; employes of Equitable Of- 
fice Building Corporation; American 
Bottle Co., Chicago and Streator, IIl.; 
Whitney Glass Co., Glassboro, N. J.; 
Graham Glass Co., Evansville, Ind.; 
Graham Glass Co., Oklahoma; Cham- 
pion Coated Paper Co., Hamilton, Ohio; 
Central Paper Co., Muskegon, Mich.; 
Peoples State Bank, Detroit; Merchants 
National Bank, Los Angeles; Greenfield 
Tap & Die Corporation, Greenfield, 
Mass.; Reliance Electric & Engine Co., 
Cleveland, Ohio; Tygart Valley Glass 
Co., Grafton, W. Va.; H. C. Christy, 
groceries, Cleveland; Liberty Flour 
Mills, Nashville, Tenn.; J. Allen Smith, 
flour mills, Knoxville, Tenn.; Stone- 
Ordean-Wells Co., wholesale groceries, 
Duluth, Minn.; Kelly-How-Thomson Co., 
wholesale hardware, Duluth; Watts, 
Ritter & Co., Huntington, W. Va., 
wholesale dry goods and notions; S. 
Marcus Co., Worcester, Mass., depart- 
ment store; Oscar Sherer & Bro., 
leather manufacturers, Newark, N. J.; 
The Hirsch Co., outfitters, Cleveland, 


Ohio; Duriron Castings Co., Columbus, 
Ohio; Hisey-Wolf Machine Co., Cincin- 
nati, Ohio; J. L. Sommer Mfg. Co., 
novelties, Newark, N. J.; Clinton Wool- 
en Mfg. Co., Clinton, Mich.; Jonathan 
Ring & Son, manufacturers of yarns, 
Philadelphia, Pa.; B. A. Ballou & Co., 
Inc., manufacturing jewelers, Provi- 
dence, R. I. 


MAYOR OF COHOES 
Michael J. Foley, the new mayor of 
Cohoes, N. Y., has been assistant su- 
perintendent of the Prudential for 
twenty years. He was elected by the 
soldier vote. 





Clinton O. Shepherd, of Sioux City, 
‘owa, who for the past six years has 
been identified with the National Fidel- 
ity Life Insurance Co. and the United 
States Annuity & Life Insurance Co., 
bas been appointed assistant actuary of 
the Missouri State Life. 














Founded 1865 


The PROVIDENT 


Life and Trust Company 


OF PHILADELPHIA, PA. 








What do most men fear? 


An insufficient income for 
their wives and children 
if they die, and for their 
own old age if they live. 
WE WILL INSURE THE 
INCOME IN EITHER EVENT. 


Write for Information 








PURELY MUTUAL 


Investigate 
before selecting your 
Company 


THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GEO. C. MARKHAM, President 


Insurance in Force, $1,505,464,984 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued. 


POLICIES MOST FLEXIBLE AND EASY TO SELL 
Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


CHARTERED 1857 


Write GEO. E. COPELAND, 
Supt. of Agencies, 
Milwaukee, Wis. 

















Increase 


40 


for Fidelity field men. 
MORE Fidelity insurance. 


Write to-day— 


INCORPORATED 1878 





in Paid New Premiums—that 
tells the 1916 story of Fidelity progress. 


Direct leads and the Fidelity “Income for Life” plan are making money 
Any man who can sell life insurance can sell 


Fidelity Mutual Life 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
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funds. 


Resources. 


Fifty years of success 


The Strength of the Company —the 
growth of a half century—towering back 
of every policy contract, assures the largest 
possible measure of securily, service, and 
saving to the insured. 


The wisdom of the founders in restricting the 
Company's investments to farm loans, has throughout 
the years afforded the largest degree of safety, to- 
gether with the greatest earning power on its invested 
It has in addition served the Nation, and 
the wide world in these troublous times, by its signal 
aid in the development of the Country's Agricultural 


The manifold service of the past half century may 
safely be accepted as a criterion of larger service 
in store for its policy-holders and their beneficiaries. 


For Information address Allan Waters, Second Vice-Pres. 


The Union Central Life Insurance Company 
Jesse R. Clark, President 


Cincinnati 
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Theory Back of 


Women’s Departments 


VIEWS OF NEW YORK MANAGERS 
Know and Thoroughly Understand the 
Field and Those Who Cul- 
tivate It 
By ALICE LEWIS 
The number of life insurance women 
in New York City is constantly growing 
just as is the number of wage-earning 
women. The wage-earning woman and 
the woman life agent are corollary. 
One is an outgrowth of the other. There 
is a saying in social service circles that 
one out of every four women in New 
York works. In Greater New York 
there are five or six companies which 
have women agents, and one company 
the Equitable Life Assurance Society 
has two agencies which are exclusively 
managed by women, one managed by 
Miss E. Marie Little, with women agents 
only, and one by Mrs. Ray Wilner Sun- 

delson, with women and men agents. 

Of women’s departments connected 
with New York agencies of leading in- 
surance companies, there are several, 
among the most prominent being those 
of the T. R. Fell Agency of the Massa- 
chusetts Mutual; the F. A. Wallis 
Agency of the Fidelity Mutual; the 
Mellor & Allen Agency of the Provident 
Life & Trust; and the C. B. Knight 
Agency of the Union Central Life. 
Again, there are some companies which 
have neither women’s departments nor 
women’s agencies, notably the New 
York Life, which, however, smploys 
women as agents working in its various 
agencies. 

Each of these agencies or departments 
is so individual, the personality of its 
manager so interesting, its methods of 
training and work so varied, and the 
character of the agents it employs so 
distinctive, that each is worthy of spe- 
cial study. 

T. R. Fell’s Ideas 

T. R. Fell, manager of the agency of 
the Massachusetts Mutual, denies that 
he has a women’s department, since he 
makes no distinction between his men 
and women agents. Mr. Fell’s ideas in 
selecting and training his women agents, 
however, are so unique that his depar:- 
ment is notable. 

Mr. Fell perhaps holds the record in 
time for having first employed women 
as insurance agents. Twenty years ago, 
he says, he found out their value as 
sellers of life insurance, and when he 
took over the New York agency of the 
Massachusetts Mutual, his former expe- 
rience led him to put in women agents 
as soon as this was feasible. “I be- 
came manager of this agency in 1910” 
he said, “and for the first few years I 
had no women agents—not because I 
did not believe in them, but because 


it took me that long to get the business 
running and the men organized, Two 
years ago I began to train women. 


“As to the type of woman that makes 
the best agent, I prefer one without 
any previous business experience—a 
woman who has had the advantages of 
social breeding and culture. Our agents 
must be able to meet our clients on a 
social level. We can’t teach manners 
here. If a woman tells me she has been 
a clerk or a stenographer, that is not 
a recommendation, in my eyes. I don’t 
want that type. 


“Education, intelligence and ability 
are essential, of course. We can’t in- 
still brains,” Mr. Fell added. 


“Our agents are given not less than 
three weeks of training before they go 
out,” he said. “I first have them read 
this book—”’ and Mr. Fell indicated a 
type-written volume entitled ‘Subjects 
Discussed at Daily Conferences.” “These 
are notes of problems and discussions 
we have had here at the daily noon 
meetings, put into this shape for handy 
reference. When an agent has read this 
and still desires to go on, he or she is 
admitted to these noontime conferences, 
at which methods are presented and 
problems discussed. To these confer- 
ences, which continue after the agent 
begins active work, both men and wom- 
cn are admitted. We don’t put women 
into a corner nor limit them by telling 
them to confine themselves to women 
as clients. That would be unfair, giving 
the best chances to the men. 


An Unselfish Act 


“In selling, we always present the 
idea of life insurance as an unselfish act. 
We emphasize protection, rather than 
investment. Our agents are not al 
lowed to go to anyone without an in- 
troduction—what we call a friendly act. 
This rule is rigid. But we want only 
the introduction; we don’t want our 
introducer to try to sell the policy for 


us. 

As to women as insurance prospects, 
Mr. Fell declined to discuss them. “The 
same reasons apply to women for insur- 
ing as do to men; when you talk about 
women clients, and try to draw a line 
I shut up.” 


What Mrs. Edwards Says 

Mrs. Evelyn H. Edwards, manager of 
the women’s department of the New 
York agency of the Union Central Life 
Insurance Company of Cincinnati, has 
had many years of insurance experience 
back of her, having been connected with 
two other companies before she took up 
the management of this department, 
which was started about July first. Mrs. 
Edwards feels that it is almost too 
young yet to quote figures or results. 
She has several women in the depart- 
ment, most of them still in training, 
hut some doing active selling as part of 
that training. 

Mrs. Edwards considers that it is the 
exceptional woman who makes a success 











are higher this year than ever before. 

attractive Accident and Health Policies 

have helped them to make more money. 
Write for a LIFE, ACCIDENT AND HEALTH Contract to 


FRANK A. WESLEY 


Vice-President and Di:ector of Agencies 





THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 


OF PITTSBURGH .. .. 


Our 





of life insurance, or indeed of any busi- 
ness. She differs from some in that she 
prefers women who have had _ busi- 
ness experience, and in training these 
she regards each as her pupil, “educat- 
ing” her in the real meaning of the 
word by drawing out her individual cap- 
abilities and showing her how to develop 
individuality of approach and work. 
Mrs. Edwards does not believe in crush- 
ing originality by giving her pupils “a 
line of talk,” for in addition to think- 
ing that each woman should develop 
her own individual methods, she _ be- 
lieves that every “prospect” must be ap- 
proached differently. 

“Strange as it may sound to you, 
women are not so saving as men. By 
this I mean, that they will not plan 
and save for something in the distant 
future, as men will. (Many women 
won't study and work for a future 
that is not in sight—they won't risk 
the loss of a small certain job for the 
sake of an uncertain one that presents 








Build Your Own Business 


under our direct general agency contract 
Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 
By the State of Texas, June 28, 1915 

“*It is noteworthy that this Company was organized without any promotion expenses.*’ 

**I beg to report further that I find the Company in excellent financial condition.” 


**The volume of its business has steadily increased, its surplus is growing rapidly ana 
its funds are being carefully conserved under expert supervision.** 


Home Office, DALLAS, TEXAS 








ATTRACTIVE 


THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 














Policy, will be paid. 
face of the Policy, will be paid. 


WEEK throughout the 








WORTH KNOWING 


Suppose that ycu are insured in the United Life and Accident Insur- 
ance Company of New Hampshire for $5,00c under the Company’s Triple 
Indemnity Plan, what does your Policy guarantee to do? 


ANSWER: 
FIRST, it guarantees that in case of death from any cause, $5,000, fae face of the 


THIRD, that in case of death from certain SPECIFIED accident, $15,000, or THREE 
TIMES the face of the Policy, will be paid. ; pas 

BUT THIS IS NOT ALL. The Accident Disability Endorsement FURTHER guar- 
antees that in case of total disability as a result of accidental injury, the Company 
will pay direct to YOU at the rate of $50 PER WEEK during such disability, but not 
to exceed 52 weeks, after which the weekly indemnity will be at the rate of $25 PER 
eriod of disability. Can insurance do MORE? And why 
should any man be satisfied with a policy that would do less? The cost is low. é 

Agents wanted in Maine, New Hampshire, Vermont. Connecticut, Pennsylvania, 
North Carolina, South Carolina, Tennessee, Georgia, Delaware, Maryland, Mississippi, 
Kansas, Missouri. An opportunity for Life Insurance Salesmen of ability. Address: 


United Life and Accident Insurance Co. 


Home Office, United Life Building 








SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 








Concord, New Hampshire 
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Insurance Company 






















I INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 
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bigger possibilities. Both men and wo- 
inen must look beyond their jobs,” she 
said. “It is the women who do this 
who go ahead, in every line of bus!- 
ness just as it is the men with vi- 
sion who succeed.” 

Mrs. Edwards has many interesting 
ideas about this power to “think be- 
yond the job” and to develop individu- 
ality. She counsels her agents to review 
each night the work of the day, and try 
to discover exactly why they failed or 
succeeded in each case. By this method 
thorough knowledge of one’s business 
and of human nature are thus con- 
sciously acquired, and the agent devel- 
ops a mastery of her work and a per- 
sonality that means success, such per- 
sonality as radiates from every suc- 
cessful man or woman. 

The character of the ideal insurance 
agent, according to Mrs. Edwards, is 
made up of courage—plenty of that—in- 
itiative and perseverance. 

Mr. Fell declared that his methods 
might probably be valueless as aid to 
other departments, as he did not claim 
that his theories would work with other 
agencies even of his own company. But 
that they do work and are valued by the 
Massachusetts Mutual, is shown by the 
fact that he is at present training three 
agents for the Boston office, two of 
whom came to him for training, while 
the third was sent by the Boston man- 
ager. 

From the testimony of one woman 
agent, trained by Mr. Fell, it appears 
that his pupils are instructed to call 
upon one kind of prospect only, “the 
man who is making more money than 
ever before and who has a wife and 
children.” All others than this ideal 

ospect must be undertaken with the 
realization that they are not the most 
efficient basis upon which to work. 

Miss Little’s Observations 

Miss E. Marie Little, whose agency 
has women only as solicitors, has had 
a great deal of experience in insurance 
and business. Broad vision, keen in- 
terest in her work and wholesome com- 
mon sense are some of her characteris- 
tics. “Tell you something about women 
as agents and clients?” she repeated. 
“Now, wouldn’t you know it was a man 
who wanted to know that. Men think 
that when a woman goes into the busi- 
ness world she immediately becomes 
some inhuman creature, different from 
the rest of her species. Bless you, busi- 
ness women are just the same as other 
women.” . 

In her choice of agents, this manager 
exercises personal selection, having in 
mind an ideal or standard to which each 
agent must conform. She choses women 
who have the talent for success, who 
would succeed in whatever they under- 
took, preferring those who have had 
some business experience, because they 
are “more teachable, and there is some 
foundation on which to build.” The 
training of an agent varies with the in- 
dividual’s ability and intelligence, the 
average being six weeks before being 
permitted to solicit; business women 
need less. It is the most interesting 
thing in the world to watch these agents 
develop, this manager thinks, and each 
is given the full time necessary for her 
development. Sometimes this growth 
may be very, very slow, but the man- 
ager, who has plumbed her possibilities, 
is patient and willing to wait for the 
fruition she knows will come. 

Study and discussion of problems are 
carried on, including daily conferences 
at first, but as fast as they learn, the 
women make use of their knowledge in 
work, not always among those they 
know or by means of such introductions 
as Mr. Fell’s Friendly Act. This agency 
has more than a dozen women doing 
active work, bringing in big business, 
besides others doing occasional work. 
This agency is four years old. It sent 
threa representatives this year to the 
company’s convention of agents who 
had written more than a quarter of a 
million, which is some record! When it 


is remembered that every agency has a 
yearly allotment of business which it 
must maintain, it is seen that this 
agency, conducted solely by women, is 
second to none run by man-power alone. 

This agency manager declared that 
the future of the insurance business will 
be among women, that conditions en- 
gendered by the war tend to broaden 
the field daily. The outlook was good, 
she said. A little paper published by the 
women of this agency emphasizes this 
opportunity constantly, and the keen in- 
terest that the manager takes in women. 
their abilities and possibilities, keeps 
this field always before the eyes of her 
agents. 

Miss Hopper’s Experience 

The women’s department of the Mellor 
& Allen agency of the Provident Life 
& Trust provides all the wonder and 
inspiration and enthusiasm of watch- 
ing new enterprise growing visibly. 
This department is an experiment in 
the quarter century experience of this 
agency, and almost an innovation with 
the company. For the Provident Life 
& Trust, except in its Minneapolis office, 
has not had women agents. To cap the 
climax of his experiment, Mr. Mellor, in 
inaugurating the new department last 
spring, placed at the head of it a young 
woman who had never had a day’s ex- 
perience in insurance work of any sort. 
No wonder the oldtime members of the 
fraternity were scandalized, and no won- 
der the hard-headed business folk of Mr. 
Mellor’s acquaintance prophesied dire 
things—for never was an experiment 
more doomed to failure! 

But when one enters the pleasant of- 
‘ces of the women’s department, there 
is an atmosphere of success which is 
almost contagious, and to meet Miss 
Mary Johns Hopper, the manager, is to 
realize that much of this atmosphere is 
inspired by her own vivid personality, 
which abounds in vigor, interest and 
enthusiasm. And after a short conver- 
sation, the visitor begins to understand 
why both Miss Hopper and her depart- 
ment are a success and how they have 
upset all the traditions of the fraternity. 

Although quite without insurance 
training or experience when she under- 
took this department last spring, Miss 
Hopper had been in philanthropic work 
for some time, having been for thirteen 
years an executive secretary of the Na- 
tional Board of the Y. W. C. A. In this 
capacity she was in charge of a terri- 
tory, acting as inspector and supervisor 
of the work carried on by the various 
Y. W. C. A. branches_in her field, trav- 
elling from one to -another, always 
meeting new people and new problems, 
gaining constantly fresh insight into 
human nature and exercising and de- 
veloping the executive abilities which 
she is now using in the organization 
and running of her new department. 
All this experience, knowledge and zeal 
for service are now being turned into 
business .channels, with results that 
have surprised the oldtimers. 

Miss Hopper formally started her de- 
partment in June, after a few weeks’ 
study, training and planning. Begin- 
ning with one or two women, she now 
has six actively selling and three more 
in training. All are full-time workers— 
Mr. Mellor and she will have no others. 
All are of the college type of young 
woman—“widows with children not 
wanted”—most of them have had some 
business experience, although not in in- 
surance lines. Their training is ac- 
cording to individual reuqirements, and 
takes from two to six weeks. As soon as 
workers show grasp of their subject, 
they are sent out to do “cold canvass- 
ing,” i. e., talking to prospects that are 
not personally known to them. Miss 
Hopper declares that the forced intro- 
duction—such as Mr. Fell’s so-called 
Friendly Act, is unwelcome to the busi- 
ness man or woman. “If insurance is 
worth selling, it is worth giving digni- 
fied approach,” she said. 

Sets $200,000 as Goal 
The personnel of this department’s 


agents shows a high degree of intelli- 
gence, and has received commendation 
from representatives of the company’s 
home office, who came to inspect and 


(Continued on page 9) 

















HOME LIFE 


INSURANCE CO. 
(Now Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


The fifty-seventh annual 
report shows insurance in 
force of $133,493,000, an ‘| 
increase during the year of 
$7,832,827. The Company 
paid the policyholders in 
1916 $3,536,233, of which 
$628,406 was in dividends 
or premium refund. Its in- 
surance reserve fund was 
increased by $1,300,000 and 
the Assets are now $32- 
821,462. 








For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agts. 

256 Broadway, New York, N. Y. 
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A GOOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 











We want a GOOD PERSONAL PRODUCER and organizer 
for DESIRABLE TERRITORY in several states west of the 
Mississippi River. EXCELLENT CONTRACT. 


Northwestern National Life Insurance Company 
MINNEAPOLIS, MINNESOTA, 


is a LEADING LOW NET COST, annual dividend, MUTUAL, 
OLD LINE company. Record for 1916— increase in insurance 
in force, 20%; in paid-for business, 51%; in assets, 15%; in 
amount apportioned for 1917 dividends, 71%. 




















For SEVENTY-THREE YEARS, SERVICE AND SATISFACTION 
have been synonymous with STATE MUTUAL of Worcester. 

The Company’s record of SEVENTY-THREE YEARS OF SERVICE 
spells SUCCESS for all. 

Additions are made to our General Agency force when the right men 
are found. 


State Mutual Life Assurance Co. 


of WORCESTER, MASS. 
Incorporated 1844 
B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, Inspector of Agencies 
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Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 
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cessary to Growth 


Some That Must Be Met and Overcome by the 
Successful Agent 


By Olin P. Beall, District Manager, Macon, Ga., of | 
| New England Mutual Life | 





\ 








Mr. Beall’s address was delivered at 
a meeting of the Georgia agents of the 
New England Mutual Life in Atlanta, 
and has been generally circulated by the 
New England Mutual Life among its 
field force. 

To the average observer, the man who 
for years has made a success in selling 
life insurance appears to have led an 
easy life. He carries his age well, is 
generally in good humor, enjoys a rea- 
sonable share of the comforts of life 
and some of its luxuries, and frequently 
finds time for doing the things he loves 
to do outside of his business activities. 
It is not surprising therefore to hear the 
uninitiated say of the successful agent, 
“He has such an easy time. I wish I 
could earn my living as easily as he 
earns his.” 

Selling Life Insurance Not Easy 

The maker of such a remark, however, 
has only to try to sell life insurance to 
find how erroneous is this opinion. For, 
selling life insurance is hard work— 
work that is such a tax on both the phys- 
ical and the mental man, that few are 
those who have the will power to per- 
sist in it until success can reward their 
efforts. 

That is why this work pays so well. 
If life insurance could be sold easily b; 
any man—if it were sought by the 
buyer, as groceries, dry goods, and drugs 
are sought—life insurance would be sold 
on every corner. And it could not pos- 
sibly offer the young man of ability and 
character, even though he be without 
capital, the splendid opportunity it gives 
him today. 

No, selling life insurance is not an 
“easy job.” It is work beset with ob- 
stacles on every hand, obstacles that 
must be put behind him by the man who 
accomplishes anything in this great 
work. 

Stumbling Blocks Have Important Uses 

But obstacles are by no means unmiti- 
gated evils. We have often seen how 
they make greater opportunity for the 

‘an: who possesses the grit and deter- 
mination to overcome them. They do 
more: they develop strength and in- 
crease ability. Just as a child is taught 
by knocks and bruises to keep his bal- 
ance, and just as his strength and skill 
are developed by walking over rough 
places and jumping ditches, so the life 
insurance salesman learns by hard 
knocks, to avoid the mistakes that lose 
him business. The salesman becomes 


stronger and more efficient every time 
he meets and overcomes an obstacle. 

If a boy could be sent out to write 
only the applications that had already 
been virtually closed by his successful 
ind influential father, would he make a 
capable salesman? I think not. His 
production might seem phenomenal as 
long asp he got credit for his father’s 
work; but if he depended solely on busi- 
ness of this kind, he would be helpless 
when left to his own resources. Every 
life insurance agent must learn for him- 
self to meet and overcome the many ob- 
stacles incident to the work before he 
can develop to full stature. 

These obstacles may be divided into 
three classes. The first class is com- 
posed of obstacles that one might say 
were inherent in the business; that is, 
those that arise from the nature of life 
insurance itself. 

Agent Must Be an Educator 

As life insurance is a subject con- 
cerning which the general public has 
as yet very slight knowledge, the suc- 
cessful agent must be able not only to 
give desired information, but also to 
correct a great deal of misinformation 
that is broadcast over the country. To 
prepare himself to do educational work 
along this line is the first problem the 
man who would become a successful un 
derwriter must solve. A thorough 
Knowledge of the fundamental principles 
on which life insurance is based, and 
the way these principles are applied, is 
necessary to every man who hopes to 
attain genuine success. . 

You do not need, however, to make an 
actuary of yourself or of your prospect. 
Simply prepare yourself te answer in 
telligently the questions that will b¢ 
put to you by those whom you solicit, 
and be careful in your canvass lest you 
spend so much time explaining life in 
surance to the prospect that you fail 
to show him clearly why he should buy 
he policy you offer him. Since it is 
‘-ve that many applications have been 
lost by useless airing of the solicitor’s 
knowledge, some successful men have 
said that an agent may know too much 
about the theory. They are mistaken. 
You cannot know too thoroughly the 
goods you sell. Learn all you can about 
life insurance, put be sure to learn also 
how and when to use your knowledge. 

The second obstacle arising from the 
nature of the life insurance business is 
the problem of learning salesmanship. 
The successful Jife insurance agent must 
be a proficient salesman—and salesman- 
ship is one of the finest arts known, and 
one of the most elusive. 


Difficulties Arising from Attitude of exists somewhere in the most energetic. 


Others 

The second class of obstacles to be 
met by the agent consists of those that 
arise from the attitude of other people. 

First among these is the advice of rel 
atives and friends with regard to his 
own career, who see nothing but failure 
for him. It is surprising how many of 
these “Job’s comforters” arise to advise 
the new agent to hold on to his job be- 
hind the counter, with its ten dollars 
every Saturday night, rather than go 
hungry as an agent. 

Then, he meets the man who is prej- 
udiced against life insurance or who 
says he does not believe in it. He also 
finds the man who is suspicious, be- 
cause he has been “stung” by an un- 
scrupulous agent, or has bought a policy 
in an irresponsible company. Again, 
he has to contend with the busy man 
of affairs who has lost so much time 
listening to propositions in which he 
was not interested, that he refuses to 
grant an interview. 

Finally, when he begins placing a fair 
amount of business in spite of these ob 
stacles, regardless of the hostile attitude 
of the friends or relatives of his pros- 
pects, and notwithstanding the con 
temptible methods of the parasite with 
the rate-book but without the energy to 
work up cases for himself; when he be- 
gins to succeed in spite of all these 
he is confronted with the problem of fi- 
nancing his growing business. 

In selling much life insurance, he must 
take notes for a certain proportion of 
the premiums, and getting these notes 
handled by the banks is not always easy. 
The banks have had so many annoying 
experiences due to handling insurance 
notes, where policies were never deliv 
cred or where the insured was dissatis 
ied, that they prefer to steer clear of 
such doubtful business. The agent 
therefore has to overcome this obstacle 
in order to get a satisfactory banking 
connection. 


The Most Formidable Obstacles of Ai 


Having briefly examined the obstacles 
that arise from the nature of the busi 
ness and from the attitude of others, 
let us look at the third class—those that 
are due to the attitude of the agent him- 
self—those that arise within him. These 
are by far the most serious that he has 
to contend with. 

First among these is carelessness. 
This is manifested in many ways. One 
agent is so careless of his personal ap- 
pearance that he starts every interview 
with a handicap. Another loses the con 
fidence of people by his slovenly conver- 
sation—his exaggeration and inaccur- 
acies. Others are heedless with their 
money, spending it freely and even reck- 
lessly, while some are negligent of their 
credit. But probably the most serious 
form is carelessness of time. How many 
of us, like Mr. Micawber, spend hour 
after hour, day after day, waiting for 
something to turn up, when we should 
be spending every minute of this time 
in turning things up. 

Then comes laziness. There is some 
‘hing about the life insurance business 
that brings out the lazy streak that 


Sometimes the agent is physically lazy— 
just shirks activity. But more fre- 
quently, it is pure mental indolence. 
Rather than exert himself to prepare 
the data necessary to meet competition 
in a hard case, he lets his competitor 
get the business, telling himself that the 
opposing company has an unbeatable 
proposition, anyway. 

Then we have to contend with impa- 
tience. We get impatient with our pros- 
pects, though we try to train ourselves 
not to show this. We get impatient be- 
cause the medical department declines 
the biggest and best case we have had 
n a long time. Impatience leads to 
tault-finding, to discontent, to impaired 
efficiency. Or, perhaps, we get impa- 
tient because results do not come as fast 
as we think they should The ambition 
that causes this sort of impatience is 
a virtue, but unless the agent can con- 
tent himself with hard work and slow 
but steady progress, he cannot hope for 
success. 

The Meanest of All Obstacles 

Probably the meanest of all these ob- 
stacles that arise within the agent— 
the one that will come nearer nullifying 
his efforts and paralyzing his ability is 
fear. What agent has not met this 
obstacle in one form or another? Some- 
times it is fear of the prospect; at oth- 
ers, fear of a strong competitor. Or it 
may be fear that he will not succeed. 
It comes to us each and all—to some 
many times a day, to others less often; 
but until the agent learns to keep this 
evil spirit away, he will never reach 
permanent achievement. 

No Obstacle Great Enough to Cause 
Failure 

Such are the obstacles that confront 
the life insurance salesman. Many that 
will occur to you have not been men- 
tioned, but every one you can think of 
arises from (a) the nature of the busi- 
ness, (b) from the attitude of others, 
or (c) from the mental attitude of the 
agent himself. But though the diffi- 
culties in his way are many, it is com- 
forting to know that none are sufficient 
to bar from success a man of energy, 
intelligence, perseverance, and determin- 
ation. 

Information Concerning Life Insurance 
Easy to Get 

Those obstacles that arise from the 
nature of life insurance will give little 
difficulty to the agent who has a fair 
education and is willing to spend time 
and effort in learning certain essential 
facts. There are many excellent text- 
books that explain the subject in such 
a way that the agent may learn, with 
comparative ease, facts and principles 
which will enable him to give his pros- 
pects direct and satisfying answers to 
questions that arise in soliciting. A 
number of admirable insurance journals, 
also, are published to teach the solicitor, 
and to keep him informed on new de- 
velopments in the business. These text- 
books and journals can be obtained by 
the agent at a cost that is as nothing in 
comparison with the profits he will 
make from an intelligent use of them. 

(To be Continued) 
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Capable Agents, Desirable Company 


The two most important factors in life underwriting are capability in the Agent 
pany provides e ‘ 
policy for a low net cost, and has a reputation for prompt and efficient service, the 
result is contentment, loyalty, and success for the man in the Field, if he is capable. 
This Company’s record is evidence of the character of its representatives and of the 
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Occasionally we have a General Agency opening 
JOSEPH C. BEHAN, Superintendent of Agencies 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 








The St. Louis “Post- 
Dispatch” for October 
Allen 26 contained an arti- 
Makes Good cle on the career of 
. Miss Alberta Allen, 
manager of the Woman’s Department 
of the St. Louis Agency, of which 
Warren C. Flynn is manager. Miss Al- 
len’s steady progress and unqualified 
success show how unlimited is the 
field of life underwriting for a woman 
who has brains, ambition and a genu- 
ine desire to serve in making the 
world a happier place for her having 
lived. 

The “Post-Dispatch” article, repro- 
duced by the “Radiator,” published by 
the Massachusetts Mutual Life, is giv- 
en here for the benefit of women 
readers of The Eastern Underwriter: 

An inspiration to the ambitious but 
timid woman in, industry is the career 
of Miss Alberta Allen. For quite a 
rumber of years Miss Allen held a 
nice, comfortable, safe and secure posi- 
tion in the benignant service of Uncle 
Gam. She rose to the top of his pay 
roll at the Merchants’ Exchange Branch 
Fost Office. 

Here she had an opportunity to cul 
tivate a large acquaintanceship and 
time and the inclination to look about 
her and take an interest in the inter- 
ests of other women workers. As evi- 
dence, her activity in the organization 
of the Town Club and continued de- 
votion to its administration in one cap- 
acity and another. 

Many women would have succumbed 
tu a contentment fatal to ambition or 
would have pined for a broader out- 
look than the grilled window without 
the courage or initiative to venture 
beyond. Few, I think, would have sur- 
rendered certainty and security and, 
as compared to the salaries of a ma- 
jority of women, good pay, for uncer- 
tainty, though unlimited pay, in an en- 
tirely unfamiliar line of work. 

However, that is what Miss Allen 
did. A little over a year ago she ab- 
ruptly pulled up anchor in the snug 
harbor of the Post Office Department 
and set forth upon the pathless, chance- 
ful, almost boundless sea of life insur 
ance selling. 

And this is the inspiring part of it 
—she has made good. 

(More than that, it ig said that hav- 
ing written more than $150,000 worth 
cf insurance the first year of her ex- 
perience, she has broken some records, 
I am unable to learn what this mean» 
in commissions, but I am able to ob- 
gerve that Miss Allen is now known 
as manager of the Woman’s Depart- 
ment of the Massachusetts Mutual, 
that she drives her own motor car 
and ,that she is blooming with good 
health and spirits and is radiantly en- 
thusiastic about her work. 

“One of the problems that used to 
nerplex me in my study and interest in 
all sorts of problems pertaining to 
women, and, I think it is a question 
that occurs to everybody more or less,” 
began Miss Allen when I wanted to 
know about her new venture, “was, 
what’s to become of all these working 
women who do not marry when they no 
longer are young enough to work? 
With limited salaries they must either 
practice selfdenial -as they go along 
and save—which I know not all of 
them do—or they must look forward 
tou a dependent old age. 

“For myself, I decided that I must 
undertake something wherein my earn- 
ing capacities would not be so arbi- 
trarily limited. Then I heard of this 
new system of insurance whereby a 
woman may, while she is in the prime 
of life, assure herself of an income of 


Miss Alberta 








so much a month when she has be- 
come incapacitated or can retire. 

“Here was the solution of two prob- 
lems in one—my own and other wo- 
men’s. I would go out and urge wo- 
inen to invest in life insurance for 
the sake of their own future safety 
and security and so perform a really 
altruistic service in a field that really 
appealed to me. At the same time 
1 would either increase my income up- 
on the commission basis or, at least, I 
Ww ould satisfy myself as to my limita- 
tions.’ 





*- * * 





Every life insurance com- 


Three pany seems to take pride 
Net Cost in giving histories of old 
Stories policies showing the very 


small net cost to those who 
have continued their insurance in force 
for thirty or forty years. 


The Northwestern Mutual Life sub- 





Metropolitan Life Insurance Company 





METROPOLITAN LIFE 


| Insurance Company 


(Incorporated by the State of New York) 


Of the People 

The mpaay By the People 

= For the People 

The Daily Average of the Company’s 
Business during 1916 was: 

701 per day in Number of Claims Paid. 


8,304 per day in Number of Policies 
Issued and Revived. 


$1,969,823 per day in New Insurance 
Issued, Revived and Increased. 


$376,827.40 per day in Payments to 
Policyholders and Addition to 
Reserve. 


$220,509.26 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 





mits to agents several cases calling 

particular attention to ten payment Home Office Building 
l'fe records: 

Policy No. 4300—William B. Griswold. Five Payment Life. 


November 27, 1863, Age 29, 
$1,000, Ten Payment Life. 


Issued , — 
Annual Premium $424.25. Dividends 


applied to purchase additions. 


Annual Premium $45.55. - ; : 6 aei ae 

10 Annual Premiums paid..... $455.50 5 Annual premiums paid.....$2,121.25 
Total dividends returned,  in- Full-paid additions including 

EE UNE oa cxcinecicvans a1 0) i 2,732.00 
excess dividends returned over Total insurance — protection 

BPO (521 0rer naw nsesaonvwawien $7,732.00 


SE Gd ba saccahaeiowccad $ 95.08 
Policy still in force for $1,000. 


Kk. A. Woods, of Pitts- 


What Better burgh, briefly sums u» 


Policy No. 7394—Benedict Troendle. Service for agents what better 
issued September 5, 1864, Age 33, Means service means in this 
$1,000 Ten Payment Life. saaaes 


Annual Premium $49.50. Insurer died 
March 26, 1917. 
10 Annual premiums paid . . $495.00 
Total dividends returned _in- 
cluding post-mortem 


Selling a larger number of people. 
By seeing more people. By being bet 
tel prépared, knowing (a) your rate 
book; (b) your prospect; (c) what you 
are going to say. By doing an honest 
day’s work. By wholesale, not group, 


Excess dividends returned over - 
insurance 


Pn err eer $ 93.74 gel! : ' ' 
. " Selling arger amounts. ncreaset 

The Company received $495 in pre- — ee in iano 
cost of living. ‘Trailers-—-irregular de- 

miums and returned in dividends and , : : an * 

death claim, $1,588.74 posits. Multiples of $2,500, $5,000, 
, . sie $10,000. Average Equitable policy, $2,- 
ra 342. Average government policy, $8,- 
Policy No. 154778—Harris Weinstock. 500. Team work. By retaining your 


Issued March 17, 1887, Age 32, $5,000 customer’s trade. Insuring inheritance 





Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 














tax s. Abstracting a policyholder’s in- 
surancs Advising changing all _pol- 
icics <a estate to named beneficiary. 


Christmas savings club idea adapted 
to life insurance. 

Selling better  policies—Life  in- 
comes. Income bonds. Ordinary life 


instead of term. 
convertible 


Limited payment and 
instead of ordinary life. 
Endowments instead of limited pay- 
ments. Visualizing policies and fea- 
tures of policies 

Specific December, 1917, suggestions. 

(a) Wills. (b) Christmas dividends. 
(c) Business insurance. (d) Your big- 
scst ‘prospect—-What is it—business or 
personal insurance? How did you get 
it? How are you developing it? How 
and when do you expect to close it? 
(e) Going after a definite goal. (f) 
Recording one’s work. 

NEW AGENCY IN NEWARK 
Arnold Harmelin Empleye a Staff and 
Has $1,000,000 Mark as 
His Goal 
The Progressive Insurance Agency of 
Newark, N. J., which has been incor- 
porated with a capital stock of $25,000, 
commenced operations in Newark and 
vicinity on January 1. Arnold Har- 
melin will have the duties of managing 
the business, training the staff and clos- 
ing cases. He has been with the Metro- 
politan Life for more than ten years as 
agent, assistant superintendent and dep 

uty superintendent. 

A friend of Mr. Harmelin gaid this 
week: “He has resigned his position 
with the best wishes of the Company 
and a thorough knowledge of the insur- 
ance business. He leaves a great num- 
ber of friends among the field men, and 
enjoys the confidence of the business 
and professional world in Newark, and 
is determined to reach the $1,000,000 
mark the first year as general agent.” 





AT BASE HOSPITAL, EDINBURGH 
Dr. Henry B. Carstens, former as- 
sistant medical director of the Detroit 
Life, is now in Europe. He is a captain 
attached to the base hospital, Edin- 
burgh. 





Walter S. Sullivan, of the Mutual 
life, is on the committee of six ap: 
rcinted to co-operate with the State 
ard various city fuel administrations in 
the work of coal conservation. 
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remained to marvel. “Your women know 
their business and cannot be stumped 
by questions,” Miss Hopper was told, 
which is most gratifying, for the 
manager believes that when this is true 
of an agent “she is able to stand on 
her own feet and push her own busi- 
ness.” Miss Hopper has set a high 
standard for her department, not less 
than $200,000 a year for each agent. 
This is of course impossible with so 
new a staff, but the practical figure of 

75,000 a month for the department has 
been attained or in actual reach every 
month since the department started. 
Her agents are encouraged to specialize: 
one of them is bringing in big returns 
with corporation insurance, and another 
is doing creditably while specializing 
with women clients. 

Miss Hopper declared that the big 
field for the future of insurance is 
among women both as clients and as 
salesmen. “It is simply a question of 
educating women to the value of in- 
surance,” she said. “Women at home 
are worth canvassing, because they ad- 
vise insurance to their husbands.” 
Insurance salesmanship this manager 
considers a wonderful and growing field 
for women, an opportunity to exercise 
their special talents, and to make more 
than a good living while they are serv- 
ing others as well. 


A newcomer to the world of business, 
Miss Hopper is full of interest and en- 
thusiasm about it all. She declares that, 
whereas in her Y. W. C. A. work she 
always distrusted the ethics of business 
life, she now finds that the Y. W. C. A. 
might learn many profitable lessons 
from the high standard of ethics and 
morals she sees about her daily. Among 
the qualities which she considers an 
ideal insurance agent should possess 
are: “First, knowledge of one’s busi- 
ness and ability to learn; then enthusi 
asm, call it ‘pep’; next, honesty, perse- 
verance, courage, courtesy, physical 
strength, ability to appear at one’s best, 
tact—which is just the ability to put 
yourself in another’s place; and—oh, 
yes, very important—a sense of humor.” 


Wonderful 


Under the able management of Mrs. 
Ellanora D. Lochner, the women’s de- 
partment connected with the Wallis 
Agency of the Fidelity Mutual Life In- 
furance Company is rounding out its 
first year of solid achievement. Fully 
half of the force of six women agents 
will qualify for the annual convention, 
in addition to Mrs. Lochner herself. This 
manager is a woman of wide business 
and insurance experience, of command- 
ing personality and her success brings 
her in what is said to be one of the 
largest incomes of any woman in the 
business. The personnel of her depart- 
ment has undergone changes since it 
was first inaugurated, but its present 
force are all active workers. <A good 
education and some experience in sales- 
manship—department stores or real 
estate being included—Mrs. Lochner 
considers the best foundation for an 
agent. Her women are trained by daily 
conferences and much personal help, 
Mrs. Lochner frequently accompanying 
them on canvassing trips until they 
gain confidence and ability. 


Through its own system of introduc- 
tion to the company, the Fidelity Mu- 
tual makes the road smooth for its 
agents, securing them personal requests 
for calls upon the prospects. Thus the 
ice is broken, and the agent knows her 
visit is anticipated and that she will 
find the client already interested and 
willing to hear her exposition. Much 
of the embarrassment of a first call is 
thereby saved for the beginner, and she 
soon gains ease in presenting her prop- 
osition. From two to three weeks is 
usually required for training, some 
women writing policies the first week. 


Field Says Mrs. Lochner 


Theory Back of Women’s Departments 


(Continued from page 6) 


Mrs. Lochner considers insurance a 
wonderful field for women both as 
agents and as clients. Women are es- 
pecially adapted to the business, she 
thinks, and from experience as bene- 
ficiaries themselves they can make oth- 
ers realize the value of insurance. The 
business is one of the few that are 
not overcrowded; in fact, there are not 
enough women in insurance for the 
field that it presents. Results insure 
more than a good income, giving leisure 
for social and cultural enjoyment. “You 
have to work hard—yes, but you have 
more time and more independence than 
in any other business. That I know,” 
she says. 


“The field for women as clients is 
constantly growing, as women are more 
and more taking men’s positions in busi- 
ness, and realizing that they must look 
ahead and provide for their own fu- 
ture and the future of those dependent 
on them. This agency has done espe- 
cially well with a policy which ensures 
a monthly income for life, upon matur- 
ity, and at least forty women holding 
big important positions in the down- 
town business section have taken this 
policy, while school teachers of the city 
have taken more than $2,000,000 of it. 
And women keep up their policies and 
are good payers, too; they meet their 
premiums promptly,” says Mrs. Loch- 
ner. “Life insurance is merely a mat- 
ter of education.” 


New York Life’s Leading Woman 
Agent 


No discussion of insurance women of 
New York City would be complete with 
out a mention of Mrs. Jennie Watkins, 
the chief woman agent of the New York 
Life Insurance Company. Mrs. Watkins, 
who is connected with the Yorkville 
Agency, has been in the business for 
eight years, and never once failed to 
write $200,000 annually. She was the 
first woman member of the Life Under- 
writers Association of New York City. 


Though never connected with a wom- 
en’s department or women’s agency, Mrs. 
Watkins knows something of the requi- 
sites for the work. These, she declared, 
include common sense, tact, diplomacy, 
courage, perseverance, patience, and an 
understanding of human nature. Edu- 
cation and previous business training 
she considers are not always necessary, 
since she herself had had little of the 
former and none of the latter when she 
took up insurance selling. 


“Do I believe in insurance for women? 
[ believe in insurance for everybody.” 
she said. “The only people who can’t 
get insurance are the morally, physically 
and financially unsound. All others can 
and should insure according to their 
needs and ability. I like to talk insur- 
ance to women, and TI find women easier 
than men to approach on the subject. 
Tt is only the uneducated woman who 
is afraid of life insurance; only the one 
who 1s buried in the backwoods who 
does not realize its value. The woman 
who is alone, with no one dependent on 
her, is the only one to whom T talk en- 
dowment. To all others T present insur- 
ance as desirable and necessary to pro- 
tect their dependents. Women are more 
inclined to save than men, I think; that 
is, if they have anything to save. This 
is especially true if they have children; 
they are more anxious to protect their 
children and safeguard their future than 
men are. The field for insurance among 
women was never wider.” 

One of the most versatile women 
agents in the city is Miss E. Constance 
Woodward, of the Equitable. She fs as 
clever with her pen as with her rate- 
book, and is the editor of “The Little 
Upstart,” a paper which in soundness 
of its advice and life insurance theories 
gives cards and spades to many an older 
and more ambitious organ. 











THE MOST VALUABLE POLICY FOR YOU, 
Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insarell 
Secure prompt action in the 





INSURANCE COM 
OF BOSTON MASSACHUSETTS 


WILLIAM N. COMPTON, General Agent 
METROPOLITAN DISTRICT, ST. PAUL BLDG., 220 BROADWAY, NEW YORK, .N. -Y. 
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ORGANIZED 1871 


Life Insurance Company of Virginia ° 
RICHMOND, VIRGINIA 


OLDEST, LARGEST SsTRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1916: 


BONES. . crecccresesceverecéuoenens SddsdEbEDERTEESL a ceEsUSendnedoneuEnseSeeeneeCeeens + $14,464,552.23 
ESMEEEEOD. scccosesoncezesees eeocees daketbnetben uswenkgoennesssauesnesbesiet edocs 12,436,717.56 
Capital and Surplus............ baeenees enececeesevesecsenseceseeseoescesee cceecese 2,027,834. 
Insurance in Force ......+«.++ ececevees puaeebeesrubscosrsecotevescnnensnnenedeee + 118,349,21 
Payments to Policyholders since Organization. ...........0.ccccccseececseeveseess 18,119,172.50 
Is Paying its Policyholders over..... sbeeneeriaieusseeen sate OP eeenwes $1,300,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 


’ 








“If You Were In His Place’’— 


Would you buy the policy you are offering your prospect? 


Provident agents are successful because they are abso- 
lutely convinced that the policies they offer are exactly 
the policies which under similar conditions they would 
prefer for themselves. 


Write for information. 


The Provident Life and Trust Company 


OF PHILADELPHIA. 
Founded 1865 








NATIONAL LIFE INSURANCE COMPANY 


(MUTUAL) 
MONTPELIER, VERMONT 
67th Year 
FRED A. HOWLAND, President 


On paid-for insurance basis and with bonds valued at par only (market 
value $409,882 above par) the 67th report shows: 


NS Ee ere ee aseneenseues «+++ + $66,426,040.82 
ENED nn cacevsccbecesare iovev~oes -. 62,268,494.36 
ee yeaa ak wai alee $ 4,157,546.46 
INSURANCE IN FORCE ......... . » -$212,037,400.00 


A good company for the policyholder and the agent 
EDWARD D. FIELD, Superintendent of Agencies. 











THE TRAVELERS 


INSURANCE Ry INDEMNITY 
COMPANY COMPANY 
HARTFORD, CONNECTICUT 


WRITE THE GREATEST VOLUME OF 


GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 
THE OPPORTUNITY TO SUPPLY THESE INSURANCE 


NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; W. L. Had- 
ley, Secretary; R. W. Swayne, Assistant 
Secretary. The address of the officers 





is the office of this newspaper. Tele- 
phone 2497 John. 
Subscription Price $3.00 a year. Single 


copies, 25 cents. 

Entered as second-class matter Janu- 
ory 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 3, 1879. 





= 





THE WAR RISK CAMPAIGN 

The life insurance men of this coun- 
try have been asked by the United States 
Government for assistance in prosecut- 
ing the campaign for soldiers’ and sail- 
ers’ insurance, and they have responded 
as wholeheartedly as might have been 
expected. It is probable that the last 
week in January will be devoted to this 
work by the life insurance fraternity. 
In asking for the co-operation of the 
life insurance companies and agents the 
Treasury Department has acted wisely. 
and it is safe to predict that the cam- 
paign in the camps which follows will 
be one of the most vigorous that the 
nation has seen. If any soldier or sailor 
escapes learning all about the Govern- 
ment’s insurance proposition, everybody 
will be surprised. 


FRANK LOCK’S REVIEW 

The New Year always brings with it 
the welcome review of Frank Lock, 
United States manager of the Atlas, who 
by temperament and grasp of economics 
and insurance is qualified to sum up the 
twelve months’ record of events in fire 
insurance and point out the significance 
of the happenings. In his page article 
in the “Journal of Commerce,” after 
scanning and commenting on events, he 
refuses to act as a prophet as to whether 
1918 will be a profitable year for the 
companies. Because of the problems oi 
unusual magnitude and importance cal- 
culated te test the stability of the whole 
business he throws up his hands, put- 
ting it up to the reader, who, he says, 
“is as competent as the reviewer to form 
a judgment as to the probable results 
in profit or loss in 1918.” However, he 
makes some prophecies, which no one 
will dispute, and they are here re- 
peated: 

1. That the average rate of premium 
is likely to rise in 1918. 

2. That fire premiums will probably 
= a substantial increase in the year 


3. That all forms of miscellaneous in- 
surance allied to fire insurance will prob- 
ably show great buoyancy. 

4. That the carrying capacity of com- 
panies will be taxed to the utmost, so 
that many companies will be verging on 
the limit of safety in many large cities. 


5. That inter-reinsurance arrange- 
ments of companies are likely to be con- 
sidered and developed to a substantial 
degree. 

6. That the rate of expense is likely 
to advance and make a new high record. 

7. That abnormal losses due to “war 
conditions” are likely to continue to an 
indefinite but serious degree. 





MOURN PATERSON’S DEATH 


Meeting in New York Insurance De- 
partment in Memory of Veteran 
Actuary 





A memorial meeting to Actuary 
John S. Paterson was held in the of- 
fices of the New York Insurance De- 
partment this week, called by Super- 
intendent Phillips. All of the em- 
ployes of the department met in the 
former actuary’s room. At the close 
of the meeting the employes attended 
the funeral in a body. This memorial 
was adopted: 

“At a meeting of the officials and 
employes of the State Insurance De- 
partment, called to express the respect 
and affection they held for their late 
friend and associate, John S. Paterson, 
the following memorial was adopted: 

“John S. Paterson: On Wednesday 
last, December 26th, 1917, there rested 
on hig desk in the actuary’s room a 
vase of fifty roses, a rose for each 
year of loyal service. Attached was 
a card reading: 

‘We, one and all—by all mean- 
ing every one of your associates— 
extend greetings, the best of wishes 
and congratulations on this, your 
fiftieth anniversary in the insur- 
ance department. You have al- 
ways been our friend and adviser 
and we are indebted to you. We 
wish you every possible happiness, 


good fortune, health and many 
more years with us.’ 
“On the following day (Thursday) 


there appeared in one of the leading 
insurance journals a tribute to John 
S. Paterson—Fifty Years Young’—in 
which was a statement from every 
living ex-superintendent of the depart- 
ment and one from the present su- 
perintendent. It was a testimonial to 
rake any man proud. 

“Today, Wednesday, January 2, 1918, 
his associates place, not a bunch of 
fifty roses on his desk, but a wreath 
on his casket. Woven in it is love, 
appreciation and gratitude that it has 
been our good fortune to have been 
arsociated with such a man.” 


FORGET YOURSELF 


Be Convinced That Your Petty Trou- 
bles Have no Place in 
This War 

When its four o’clock and time to 
g060 home to a warm room and a good 
dinner, think of the boys in the 
trenches. When one feels blue and 
feels like quitting a little earlier than 
usual, think of the boys in the trenches. 
When anything goes wrong in the of- 
fice or anywhere else, think of what 
others are suffering in order to maké 
the future safe for you and yours. If 
short, make up your mind that your 
troubles are as nothing compared to 
those which confront the men who are 
really fighting this war. Cheer up! 
Don’t criticise, help. 


ADDRESS BY LUCAS 


Julian Lucas, Jr., of Davis, Dorland 
& Co., prominent New York brokers, 
has consented to address the meeting 
of the Brooklyn Fire Brokers’ ASssocia- 
tion next week on the standard fire 
policy. At this meeting new officers 
cf the Association will be installed. 


THE HUMAN SIDE OF INSURANCE 





E. E. CLAPP 


Edward Everett Clapp will be eighty 
vears old tomorrow, January 5, and 
with the coming of 1918 has been in 
the insurance business forty-three 
vears. E. E. Clapp & Company, 90 
William Street, New York, of which 
he is the head, is one of the most 
widely known insurance general agen- 
cies in the country and its achieve- 
ments in the health and accident busi- 
ness stand out in bold relief. Its year- 
ly records are little short of marvelous. 
Puring his entire insurance career he 
has been connected with the Fidelity 
& Casualty, which was, when Mr. Clapp 
first knew it, the Knickbocker Casual- 
tv Insurance Company of New York. 
Among his associates Edward E. Clapp 
is known as an able department su- 
perintendent, skillful organizer, effi- 
cient agent, successful man of affairs, 
a wise councellor and a courtly gen- 
tleman. 

(Mr. Clapp was born in Holyoke, 
Mass., in 1838, the son of Justus Clapp. 
He is descended from Roger Clapp 
who was the first commander of Fort 
independence, Boston, which command 
he held for twenty-one years. Mr. E. 
§. Clapp was educated in the academy 
in Newburgh, N. Y., and in 1861 went 
te China to engage in the cotton busi- 
ress. When he returned to America 
und entered the insurance business, he 
immediately took a foremost place 
among salesmen of his day by writing 
$300,000 of life insurance in two 
months for the Provident Savings 
Life. That was in 1875, when he lo- 
cated in Albany and represented twelve 
fire companies, one life company and 
the Fidelity & Casualty. In 1881 the 
Fidelity & Casualty induced him to 
sell his insurance business in Albany 
and come to New York to devote all 
his time to the accident department. 
I'rom 1887 to 1891 he was superintend- 
ent of the accident department for 
the entire United States, in which in- 
terval accident premiums increased 
irom $250,000 to $852,000. He then re- 
signed his post as superintendent of 
the accident department to become 
general agent for the territory his 
firm still handles, New York, New Jer- 
sey, Massachusetts and Rhode Island. 
The annual premium income of the 
firm in that territory alone is now over 
$1,500,000. In January, 1895, Mr. Clapp 
took into partnership Edward Griffith, 
who had been associated with him for 
many years, and who is one of the 
ablest insurance producers in ‘the 
United States or any other country. 





George Harvey Russell, of the George 
H. Russeli Company, Milwaukee, insur- 
ance, has been appointed a member of 
the military staff of Governor Philipp 
of Wisconsin with the rank of colonel. 
He is chairman of one of the Milwaukee 
draft boards. During the incumbency 
of Governor W. D. Hoard, Mr. Russell 
served as aide-de-camp on the governor’s 
staff, an honorary position in the Na- 
tional Guard. 

* * * 


Mott A. Brooks, who has resigned as 
managing editor of the ‘““Weekly Under- 
wriier,” with which paper he has been 
connected since 1910, to become assist- 
ant secretary of the Association of Life 
Insurance Presidents, is one of the most 
able, conscientious and hard-working in- 
surance newspaper men. His integrity 
and common sense has long been recog- 
nized in newspaper circles, where he 
is popular. 


Mr. Brooks, who has had much ex- 
perience in the insurance legislative in. 
formation field and allied lines, in re- 
cent years, was formerly identified with 
the newspaper business in the Southern 
Tier Counties of New York State. For 
four years Mr. Brooks was news editor 
and business manager of the Waverly, 
N. Y., “Free Press” and Waverly repre- 
sentative of the Elmira “Sunday Tele- 
gram.” Following this, for two years he 
was circulation manager of the Ithaca 
“Daily Evening News.” Then came 
eight years’ service as manager of the 
Binghamton branch office of the Elmira 
“Sunday Telegram.” During this time 
he also acted as correspondent for sev- 
eral New York dailies. 


* * * 


Robert W. Huntington, Jr., president 
of the Connecticut General Life, has 
heen elected president of the Dime 
Savings Bank, of Hartford. 


* * * 


John O. Platt, vice-president of the 
Insurance Company of North America, 
recently led a Philadelphia team in 
the Y. M. C. A. country-wide drive. 


* * * 


Joseph J. Windle, well-known New 
York fire insurance adjuster, was con: 
fined to his home this week, by an 
injured leg. 

* a * 


John B. Lunger, vice-president of 
the Equitable Life Assurance Society, 
has been carrying his arm ina sling 
as the result of a fracture. 


+ * * 


Edwin S. Cowles, a well-known Hart- 
furd insurance man, has been in the 
insurance business twenty-five years. 
The “Courant,” of that city, thought 
the event important enough to be 
worth half a column. He is the oldest 
reneral agent in the service of the 
Fidelity & Deposit. Among positions 
held by Mr. Cowles in the past has 
been that of president of the Hartford 
Board of Fire Underwriters. 


* * * 
Chris Anderson, of the Mutual Life 


in Chicago, has completed thirty-eight 
months with $100,000 a month to his 


credit in that company. He _ also 
writes for the Penn Mutual. 

* + * 
Randolph Kingsley, a well-known 


daily newspaper man, is now manager 
of the information department of the 
National Surety Company. A Yale 
graduate, he was with the New York 
“Sun” from 1902 t0 1904; with the New 
York “Times” from 1907 to 1912; and 
then secretary of the New York State 
Immigration Bureau. 
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Jackson-Smith 
Agency, Inc. Formed 





SUCCEEDS JACKSON & POTTER 





Pepresents Preferred Accident as Gen- 
eral Agents and Insurance Com- 
pany of North America 





The New York City agency of Jack- 


son & Potter, Inc., has been discon- 
tinued. It is succeeded by the Jackson- 
Smith Agency, Inc., Frederick C. Smith, 
of the Frederick C. Smith Co., is presi- 
dent of the new agency and Stuart W. 
Jackson, who has been president of 
Jackson & Potter, Inc., is secretary and 
treasurer. This change was made de- 
sirable by the continued absence of 
Loris R. Potter, who has been with the 
army for more than a year. 


Personnel of Agency 

The Jackson-Smith Agency, Inc., will 
continue the company representation of 
Jackson & Potter, Inc. This includes 
at present the metropolitan general 
agency of the Preferred Accident for 
all casualty lines, the Insurance Com- 
pany of North America for automobiles, 
and the Hartford Accident & Indemnity 
for surety bonds. 

Mr. Smith has been a casualty agent 
for twenty-two years in New York and 
New Jersey and Mr. Jackson has had 
a like experience. Mr. Smith continues 
as head of the Frederick C. Smith Co., 
which will be maintained as a separate 
office. Mr. Smith also represents the 
Fkoenix, of ‘Hartford; the Equitable 
Fire & Marine and the Connecticut 
Fire for the binding of business through- 
out the United States and Canada. 





MEET IN NEWARK TO-MORROW 





Ways and Means Committee of New 
Jersey Association—Miller to 
Visit State 





A meeting of the Ways and Means 
Committee of the New Jersey Associa- 
tion of Fire Underwriters will be held 
on Friday morning at the rooms of the 
Fire Insurance Society of Newark. 
Plans for combatting the State insur- 
ance menace and other matters will be 
discussed. 

The first work of Chauncey S. S. Mil- 
ler, the new field secretary of the 
National Association of Insurance 
Agents, will be to visit the various 
counties in New Jersey where he will 
line up the various agents for member 
ship. It is a pretty safe prediction that 
New Jersey will be one of the strong- 
est States in the membership of th> 
association. 


PHILADELPHIA CONSOLIDATION 





Wagner-Taylor-Edson Company, _|Inc., 
Has Experts in Charge of 
All Departments 





The Wagner-Taylor-Edson Company, 
Inc., Philadelphia, is a consolidation of 
Wagner & Taylor Company and Edson 
& Co. It will be one of the livest of. 
fices in the East and will have all the 
hecessary departments of a_ well- 
equipped office, with experts in charge. 


London» 





Had Been With One 
Company for 46 Years 





RETIREMENT OF GEORGE W. HOYT 





A Deputy United States Manager Be- 
fore He Was Twenty-Three— 
His Many Activities 





The retirement of George W. Hoyt 
this week as Deputy United States Man- 
ager of the Liverpool & London & Globe 

emoves from the underwriting field one 

of the most distinguished figures in in- 
surance. Mr. Hoyt has been in the New 
York insurance district for 46 years 
during all of which time he has work- 
ed hard and been a stickler for ethics. 
It is also remarkable that during all 
that time his affiliation has been with 
a single company. Mr. Hoyt joined the 
Liverpool & London & Globe when a 
boy, worked his way through various 
departments and was appointed Deputy 
United States Manager before he was 
twenty-three years old. During the time 
that Mr. Eaton has been in Europe and 
on vacations he has been the acting 
United States Manager. 


Helped Form Suburban Exchange 

Many of the honors that can come to 
an underwriter in this city have been 
accorded Mr. Hoyt, including the presi- 
dency of the Suburban Fire Insurance 
Exchange, for two terms and the New 
York Fire Insurance Exchange for two 
terms. In fact, Mr. Hoyt was one of 
the leading spirits in the organization 
of the Suburban Fire Insurance Ex- 
change, among others who co-operated 
in the formation of the Exchange be- 
ing Messrs. McChord, Hanover; Bur- 
tis, Home; McKay, Phoenix of Hart- 
ford, and Captain Barley, Phoenix of 
Brooklyn. At that time the suburban 
territory was known as “No Man’s 
Land.” Rates were whatever the in- 
sured could get. The Surburban Ex- 
change has been so successful that in 
many respects it is a model rating or- 
ganization. 

Headed Fire Prevention Committee 


A list of the committees on which 
Mr. Hoyt has served would be too long 
to enumerate, but probably his _ best 
work was as chairman of the Fire Pre- 
vention Committee of the National 
Foard of Fire Underwriters, which posi- 
tion he held for ten years. Upwards of 
$900,000, was spent during this decade, 
resulting in great improvements in 
properties, perfection of electrical equip- 
ment, better water supply for innum- 
erable communities and reduction in 
number of fires. 

Among reforms earnestly advocated 
by Mr. Hoyt has been the elimination of 
the cancellation clause in the policy 
contract. He believes that many of the 
evils of the business are directly trace- 
able to this, and if the clause were ab- 
rogated the personnel of the local 
agency forces of the companies would 
be considered improved. 





G. F. KRANK WITH HANOVER 

George F. Krank, formerly manager 
for P. J. TenEyck of Albany, is now 
New York State special agent for the 
Hanover, co-operating with Mr. Crit- 
tenden. 


Lancashire 


Sire Insurance Co. Ltd. 


OF LIVERPOOL, ENGLAND. 



























FIRE AND MARINE 
INSURANCE—ALL LINES 





The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Statement January 1, 1917 


Cash Capital - . - . $1,000,000.00 
Assets e ‘ - ° 2,748,832.19 
Liabilities (Except Capital) ° ° 1,039,977.81 
Surplus to Policyholders ° . 1,708,854.38 





AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE AETNA CASUALTY & SURETY Co. 
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| BROKERS ACTIVITIES | 


Talks Insurance 
In Realty Section 


MORGENTHAU’S “POST” ARTICLE 
Says Every Real Estate Concern Should 
Have an Insurance Department 
—Increased Values 

M. Morgenthau, Jr., a well-known in- 
surance broker, and former president 
of the Real Estate Association of New 
York, discussed fire insurance needs of 
real estate owners, in the annual finan- 
cial and real estate review of the New 
York “Evening Post” on Saturday. The 
only other fire insurance man in the 
“issue was Vice-President J. J. Hoey, of 
the Continental, who discussed fire pre- 
vention. Mr. Morgenthau said in part: 

“Almost all real estate concerns 
have insurance departments, but very 
few give this department the attention 
it merits. Real estate owners and busi 
ness men are demanding a new kind 
of insurance service, and the real es 
tate man who wishes to stay in the 
insurance business must place his in- 
surance department in the hands of 
experts. The war accentuates this nec 
essity, because it has brought about 
new conditions, and the insurance man 
must be as alert and aggressive as his 
brother in the trenches. 

“In the first place, it is best to as- 
sume nothing and to base nothing on 
past conditions. Face each proposition 
afresh. Take up insurance with each 
individual customer, and you will be 
surprised to find in how many cases 
matters require attention which would 
otherwise entirely escape your notice. 

Increased Costs 

“An investigation of an insurance ac- 
count usually discloses that no atten- 
tion has been paid to the increased cost 
of everything. Property formerly in 
sured for $10,000 should frequently now 
be insured for as much as $20,000, and 
almost always will cost not less than 
515,000, to replace. In the case of real 
estate, this is of especial importance 
because the insurance rate can fre- 
quently be reduced by making improve- 
ments. Matters which were not worth 
while, when say only $10,000 insurance 
was carried, may be well worth while 
when the insurance costs increase fifty 
per cent. or more. It is frequently pos 
sible to reduce the insurance rate con- 
siderably by making minor improve- 
ments and it is now well worth while 
for every insurance office to employ 
expert engineers for this specific pur- 
pose.” 





+ + ae 
McGee in London 
William H. McGee, Jr., of Wm. H. 
McGee & Co., is in London. 
+ *” *” 
With Aetna 
Frank EK. Brower, who has been with 
the City Insurance Company of New 
York, is going with the Aetna as so- 
licitor. 
* * * 
Parcel Post and Registered Mail 
The Insurance Company of North 
America calls attention to the fact that. 
agents sometimes confuse the terms 
parcel post policy and registered mail 
policy. The parcel post policy covers 
shipments of merchandise. The so-called 
registered mail policy covers wholly on 
shipments of valuable papers, such as 
bonds, securities and currency. 
» & * 
Sounding Brokers 
One of the non-board fire companies 
has addressed a letter to the San Fran- 
cisco Insurance Brokers’ Exchange ask- 
ing if it can expect patronage from 
the brokers if the company joins the 
Pacific Board. 





B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
105 William Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 





Home Office: 68 William Street 





FORM NEW BROKERAGE FIRM 


Geo. W. Block, A. A. Earle and A. J. 
Manuel Resign from Wilcox, 
Peck & Hughes 


As of January 1, the new fire and 
marine brokerage firm of Block, Earle 
& Manuel has been formed. The firm 
is composed of Geo. W. Block, A. A. 
Karle and A. J. Manuel, all formerly of 
Wilcox, Peck & Hughes. Mr. Block 
has been in the marine department of 
Wilcox, Peck & Hughes for about twen- 
ty-six years, Mr. Earle in the fire depart 
ment for about twenty years, and Mr. 
Manuel in the loss department for about 
the same length of time. 


* * x 


Red Cross Work in a Brokerage office 


R. C. Rathbone & Son were asked by 
The Kastern Underwriter this: week for 
some information relative to Red Cross 
knitting work in their office. In reply 
the following information was given: 

“This office is permitting the young 
ladies in their employ to knit for the 
Red Cross. At the present time fifteen 
are doing this work, and to date have 
turned in several completed articles. 

“Our plan has been to allow one-half 
hour in the morning—from 9 to 9:30 
for knitting exclusively and any other 
periods during the day when the young 
ladies have any spare time. 

“It is our belief that if all of the large 
offices will permit work of this kind the 
Red Cross would be considerably ben 
efited. 

“It is also the intention of this office 
‘o present each employe with a Thrift 
Stamp and card as a New Year’s gift 
to encourage as much as possible saving 
in this manner.” 

a o* * 


Geo. H. Smith & Hicks to Move 


About January 15, Geo. H. Smith & 
Hicks will move their offices from John 
and William Streets, where they have 
been located for a long period of years, 
to the Merchant Marine House at Beav- 
er and South William Streets. Geo. H. 
Smith & Hicks are marine managers 
of the Home Insurance Co. 








SCHAEFER & SHEVLIN 


103-5 William Street GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 


Excellent Facilities for Handling Suburban Business 


New York, N. Y. 


Phone: John 2312 








ARTHUR C. SWINTON 


1 Liberty Street GENERAL AGENT New York City 


FIRST NATIONAL FIRE INSURANCE CO. 
Washington, D. C. 


New York Suburban and New Jersey 


Exceptional Reinsurance Facilities Local Agents’ Interests Protected 








Authorized Capital $500,000 


Brtroit National Hire 
Iusuranue Co. 


DETROIT, MICHIGAN 


A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 











Capacity For Local Agents 


You can use our capacity as your own to take care of additional business 
beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with immediate binders 
and 10% commission to brokers. Guaranteed Underwriters. Use our special 
Surplus Line Department. Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 


19 Cedar St. 1615 California St. 14 Superior St. Nicollet Ave. 
NEW YORK DENVER boLuta INNEAPOLIS 
Ford Bldg. 17 St. John St. 23 Leadenhall St 

DETROI MONTREAL LONDON ” 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 














FRED. S. JAMES 


FRED 


United States Managers 


GENERAL FIRE ASSURANCE CoO. 


of Paris, France 


URBAINE FIRE INSURANCE CO. 


of Paris, France 





GEO. W. BLOSSOM WM. A. BLODGETT 


S. JAMES & CO. 


123 WILLIAM STREET 


Cc. B. G. GAILLARD 
Assistant Manager 


NEW YORK 


EAGLE & BRITISH DOMINIONS INS. CO. Ltd. 


of London, England 


UNDERWRITING SERVICE THROUGHOUT THE UNITED STATES 
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MR. AGENT: 


AMERICAN EAGLE ™ 


HENRY EVANS, President 
AN AMERICAN INSTITUTION 


Study your problem well. Successful business is not the result of snap judg- 
ment. Maybe we can help you. We’ve solved many problems for our agents. 
Ask us. 


HOME OFFICE, 80 Maiden Lane, New York PACIFIC COAST DEPT., Insurance Exchange Bldg., San Francisco 
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Leave the Press at 
Call of Insurance 


TENDENCY OF THE BUSINESS 
Young E. Allison, Jr., With Henry 
Evans Group—M. A. Brooks 
With Life Presidents 
The insurance newspapers lost con- 
siderable talent in December, when 
Young E. Allison, New York correspon- 
dent of a Louisville newspaper; Mott 
A. Brooks, of a New York paper, and 
Chauncey S. S. Miller, New York cor- 
respondent of a Chicago paper resigned 
to become affiliated with insurance it- 
self instead of chronicling the happen- 
ings therein. Mr. Allison goes with the 
Henry Evans group as the manager of 
publicity and advertising; Mr. Brooks 
goes with the Association of Life In- 
surance Presidents as assistant secre- 
tary and Mr. Miller, as has already been 
published, is the new field secretary of 
the National Association of Insurance 

Agents. 
The Significance 


There is considerable significance in 
these changes, as they demonstrate the 
growing tendency among insurance in- 
terests to have their publicity handled 
with constantly increasing intelligence, 
and efficiency. 

In the old days a fire insurance office 
was a sealed book—something on the 
order of the modern marine insurance 
office. A reporter visiting such an of- 
fice in quest of news was _ received 
as an I. W. W. would be in one of the 
encampments. This secrecy caused a 
complete misunderstanding of insur- 
ance, its principles and insurance men 
on the part of the public, which grew 
in many quarters to antagonism. This 
attitude was also exaggerated by the 
type of insurance newspaper men, who 
called at the offices for information. 
Gradually there has been a change, not 
only in the recognition of the impor- 
tance of insurance news, but also of 
its correct interpretation, which feel- 
ing has been emphasized as some of 
the younger men in the business were 


elevated and the personnel of the news- 
paper men improved; with this came 
a realization that such a great institu- 
tion as a leading fire insurance com- 
pany has considerable material of an 
educational as well as a news nature, 
which is worth the time of an expert 
to handle and hand it out where it will 
do the most good—either to special 
agents, local agents, the public or all. 
Then, too, there has been a decided 
change in the matter of insurance ad- 
vertising. Companies nowadays are 
choosing their mediums of advertising 
with care and intelligence, the old 
“hand-out” days having been discarded. 
This development also made it neces- 
sary to have an expert in charge of ad- 
vertising. Another change has been 
the growing popularity of the company 
organ, needing for its editor someone 
with newspaper or magazine training. 
News Experts With the Companies 
Sometime ago the Home Insurance 
Company made as its advertising and 
publicity expert, A. Irving Brewster, 
who had made a splendid reputation as 
a writer on insurance and engineering 
subjects. This was followed by the ap- 
pointment of Robert T. Gebler, a capa- 
ble daily newspaper man, as advertis- 
ing and publicity manager of the In- 
surance Company of North America. 
Another former newspaper man who 
has done effective work in handling fire 
insurance publicity and company pub- 
lications is J. M. Longnecker, whose 
newspaper experience was with West- 
ern newspapers, and who is editor of 
the Hartford “Agent.” Then, Hugh V. 
Munday, formerly with the “Surveyor” 


and other insurance newspapers, in 
which connections he made many 
friends, affiliated with the _ publicity 


department of the Aetna Life, as as- 
sistant to David Van Schaack. The man- 
ager of the Travelers’ publicity is J. D. 
Whitney, formerly one of the best men 
on the New York “Evening Post,” and 
a brother of Albert W. Whitney, of the 
Compensation Bureau. Frank W. Pen- 
nell, one of the most capable of the in- 
surance newspaper men, went with 
Mutual Life about a year ago in their 
publicity department. 

Harvey Thomas, former Trenton cor- 


respondent of the Newark “News,” is 
manager of the Prudential’s publicity 
department; and Luther B. Little, for 
mer political reporter for the New 
York “Times,” is the Metropolitan’s 
publicity expert. George T. Wight, man- 
ager and secretary of the Association 
of Life Insurance Presidents, was for 
years a daily newspaper man. Another 
clever daily paper reporter is John 
Buchanan, of the Boston “Globe,” who 
handles publicity for several insurance 
companies. 
Harry C. Brearley’s Work 

Some time ago the National Board of 
ire Underwriters saw the need of 
properly handled publicity and put in 
charge of this work Harry Chase 
Brearley, a distinguished Detroit news 
paper man. Brearley was the author 
ot the history of the National Board, 
recently published. Few men have 
been able to merge so successfully hu- 
man interest incidents with insuranc: 
data, facts and history. With the Na 
tional Board, Mr. Brearley has been a 
great success. Since he has been with 
the National Board that organization 
has seen published an astonishingly 
large amount of first class publicity, 
including two full pages in the New 
York “Tribune.” 

Mr. Allison’s Career 

The latest appointment—that of 
Young E. Allison, Jr., to be head of 
the publicity department of the Con- 
tinental group, removes from the ranks 
of insurance - journalism one of its 
most shining lights. Mr. Allison is 
the son of the most brilliant editor in 
insurance. He received his first jour 
nalistic training on the staff of the 
“Louisville Evening Post,” where he 
worked for the munificent salary of 
$5 a week. At that, although he was 
a cub reporter he scored more “beats” 
than any reporter in the town. His sal- 
ary began to move up. After some 
oiher daily paper experience he went 
with the “Insurance Field” where he 
did surprisingly good work as editor 
of the daily edition that paper had 
the hardihood to start in San Fran- 
cisco at the time of the Panama-Pa 
cific Exposition, but which was carried 
through to success. For weeks Allison 
quit work at 3 o’clock in the morning, 


but was on the job a little later in 
the morning reporting one of the 
numerous insurance conventions which 
were being held at that time. Later 
he was transferred to Chicago and 
then to New York. Here he made 
scores of friends by his modest, attrac 
tive personality, and then clinched 
them by the accuracy and attractive- 
ness of his stories. Insurance jour- 
nalism will be sorry to lose him and he 
goes to his new position with the best 
wishes of everyone, 


IMPORTERS AND EXPORTERS CO. 


Papers of Incorporation Cover a Wide 
Field of Insurance—Names of 
Incorporators 


The incorporators of the Importers 
& Exporters Insurance Company now 
being formed are Ery Kehaya, J. Ve- 
lonsi, Sava Kehaya, Morris S Amado, 
Jesse Spier, M. L. Heide, Michael Lit- 
sas, Ira B. Robbins, Harry L. Rogers, 
A. ©. Spencer, Ralph R. Fresco, Nich- 
clas George Soter, S. Contente. The 
papers of the new corporation describe 
it as follows: 

“The name of the corporation is to 
be The Importers and Exporters Insur- 
auce Company, and the purposes for 
vhich said corporation ig to be formed 
are the making of insurance upon ves- 


sels, freights, goods, wares, merchan- 
dise, specie, bullion, jewels, profits, 
commissions, bank notes, bills of ex- 


change and other evidences of debt, 
bottomry and respondentia interests, 
and every insurance appertaining to 
or connected with marine risk and 
risks of transportation and navigation, 
including the risks of lake, river, canal 
and inland transportation and naviga 
tion, insurance upon automobiles, 
Vhether stationary or operated under 
their own power which shall include 
all or any of the hazards of fire, ex 
plosion, transportation, collision, loss 
by legal liability for damage to prop 
erty, resulting from the maintenance 
and use of automobiles, and loss by 
burglary or theft or both, but shall not 
include insurance against loss by rea 
son of bodily injury to the person and 
o? re-insurance of any risks taken by 
a.” 








San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


U. S. Cash Assets, Dec. 31, 1916 
Surplus, .. - - - - 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 

1904 - - - - - 










a - 


Liverpool 


$15,827,439.35 
5,460,745.59 
3,239,491.00 
1,427,290.00 


1,051,543.00 


m London 
ano Globe 
—Tnsurance Zo. 


CIMICED 







Over $152,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, Manager 

HUGH R. LOUDON, Deputy Manager 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 


NEW YORK OFFICE 
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When Protection 
Is not Protection 


IT’S WHEN CHANCE 1S TAKEN 


Local Agent D. J. Carter’s Argument 
in Meeting Mutual Fire insurance 
Competition 

D. J. Carter, of Henderson, Dubois & 
Carter, Aetna agents in Herkimer, New 
York, has evolved a number of argu- 
ments that have enabled him succegss- 
fully in many instances to meet mutual 
insurance competition. 

“I try to interest a man by seeking 
to draw some parallel or comparison 
between the line of insurance and some 
phase of his own business,” says Mr. 
Carter, writing in the “Aetna-Izer.” “For 
instance, if I am trying to sell a policy 
of fire insurance or liability to a cloth- 
ing merchant, and he brings up the 
question of the mutual company, I ask 
him the following question: 

Question Asked Prospective Insured 

“*Would you expect me to come into 
your store today aid buy a suit of 
clothes, paying a certain amount as de- 
posit, with an agreement to pay the 
balance at the end of the year, the exact 
amount to be paid for the clothes de- 
pending on whether or not you make 
money this coming year? In other 
words, would you expect me, when I 
merely want to purchase a suit of 
clothes, to assume a share in your lia- 
bilities, or would you do the same thing 
if you were to purchase a suit of clothes 
in some other store?’ 

“In some way like this, I try to em- 
phasize the fact that a policy of fire in- 
surance or liability in a company that 
is known to be good should be bought 
and paid for and with no strings at- 
tached, just as we buy and pay for a 
suit of clothes. 

“If a prospective policyholder men- 
tions the fact that he may get back the 
dividend at the end of the year I merely 
say that that is not insurance. In 
other words, protection is not protec- 
tion if the insured has to take a single 
chance and indicate to him that there 
may be other differences in the actual 
cost of a stock company and a mutual 
policy than is represented in the dif- 
ference of the premiums. 

Usually Wins Out 

“I also emphasize the fact that these 
companies are experimenting and my 
Company is not and that there is alto- 
gether too much experimenting going on 
already. 

“So far I have found out that, if I 
bear hard enough on these arguments, 
I can usually win out. 

“When I have learned that these mu- 
tual companies were circularizing the 
automobile owners in this field, I have 
sent circulars out with the idea of coun- 
teracting the impression which the mu- 
tual companies are trying to make. Of 
course, we are very close to the Utica 
companies and so far I don’t see that 
they have made any great impression in 
Herkimer.” 


NEW UNDERWRITERS 
Takes Over Business of Nord-Deutsche 
in Western Field for Auto- 
mobile Co. 








A dispatch to the “Journal of Com- 
merce” says: ‘ 

The fire and marine underwriters of 
the Automobile Insurance Company of 


New Fire Commissioner 
a Democratic Leader 


RECORD OF THOMAS J. DRENNAN 





Former Deputy State Workmen’s Com- 
pensation Commissioner—Forty 
Years Old and Bachelor 





Thomas J. Drennan has been appoint- 
ed Fire Commissioner of New York 
succeeding Robert Adamson. Mr. Adam- 
son’s future plans are not announced. 
He was one of the ablest men to hold 
down the post of New York Fire Com- 
missioner. The only criticism heard 
of him in insurance circles is that of 
manipulating the loss record figures to 
give the Fire Department the best end 
of it in the showing made the public. 


Drennan Career 

Drennan had been “mentioned” for 
Fire Department, but not as prominent- 
ly as Dr. William F. Doyle, the present 
veterinarian, with the rank of Deputy 
Chief. Strong opposition to Dr. Doyle 
effaced him from the slate. Drennan 
was born in Williamsburg, the son of 
William Drennan, a local Democratic 
politician, and is a Boys High School 
graduate. 

Comptroller Metz made him Deputy 
Tax Receiver. Comptroller Prendergast 
removed him. Mayor Gaynor made him 
an assessor. Five years ago he was 
nominated for Kings County Clerk and 
defeated by William S. Devoy. He was 
Deputy State Workmen’s Compensation 
Commissioner under Gov. Glynn, and 
after being out of office for a year be- 
came Deputy County Clerk of Kings. 
He is 40 years old and a bachelor. He 
was Mr. McCooey’s final choice for 
Fire Commissioner and is also liked 
by Mayor Hylan. 

DISMISS EXPLOSION CASE 

London, Dec., 20.—A firm which was 
engaged in the manufacture of exovlo- 
sives held two policies with the British 
Dominions General Insurance Company 
which, among other things, covered the 
risk of damage to property caused di- 
rectly by “war.” They had a series of 
explosions in their factory, and claimed 
£5.500 under the policies. The claims 
were contested. 

In the Edinburgh Court of Sessions 
Lord Cullen dismissed the claims as 


irrelevant. The pursuers averred that 
the explosions were caused by an 
enemy agent. His Lordship thought 


their view confused probability with 
proof. Their averments did not carry 
the matter beyond conjecture. They 
had failed to find the perpetrator, and 
had thrown on the defenders the task 
of finding him, and of proving that he 
was not an enemy agent. He did not 
think they were justified in shifting 
the onus on to the defenders. They 
had not proved their claim, and he dis- 
missed the action with expenses. 
AGENCY SUPERINTENDENT 

Richard S. Kissam has been appoint- 
ed agency sunerintendent of the City 
of New York Insurance Company at its 
home office, in which capacity he will 
continue in the underwriting affairs 
under the direction of General Agent 
F. W. Kentner. 


——— 


NEW YORK STATE DEPARTMENT 


HUMBOLDT FIRE OF PA. 


_ CAPITAL FIRE OF N. H. 
PERCY B. DUTTON, 





BRITISH CHANGES 


G. H. Sich Made Foreign Fire Super- 
intendent of Commercial Union 
—Other Appointments 
London, December 20.—H. Beaufort 
Mitchell has been appointed Chief Sur- 
veyor for the Phoenix Assurance Co. 
Arthur E. Boyd has been appointed 
inspector at the Dublin Branch of the 
Ocean Accident and Guarantee Cor- 

poration. 

A. E. Sich has been appointed to 
succeed Mr. G. 'H. McCausland as For- 
eign Fire Superintendent to the Com- 
mercial Union. 


TEUTONIA FIRE OF PA. 
GEORGIA HOME OF GA. 


Manager, ROCHESTER 





BRITISH AMERICA 


ASSURANCE CO. 


Incorporated 1833 


(FIRE AND INLAND MARINE) 


Head Office, Toronto, Canada 
United States Branch 
anuary 1, 1917 
Assets em... eecee wo eoccece 
Surplus in United States.... 823,964 
Total losses paid in United 
States from 1874 to 1916, 
inclusive ........ sereseccecees 24,669,753.43 
W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Mgr. 





Thomas MacMaster, assistant secre- 





tary to the Caledonian Insurance Com- 
pany, has been appointed to succeed 
R. S. Stewart as secretary to the 
Company. , 

Ernest Churchill H. Durham, foreign 
and colonial inspector to the Commer- 
cial Union Assurance Company, has 
teen apointed as an additional assist- 
ant fire manager to the London As- 
surance Corporation. 

A. ‘Cansdale, who has been at the 
bead of the burglary department of 
the Railway Passengers Assurancé 
Company, has been appointed by the 
virectorgs to be an additional assist- 
ant secretary to the Company. 





207th Year 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 


PACIFIC DEPARTMENT: 
N. W. Cor. S &s t 
San Francisco, Cal. 


Sts. 











Ex-Baillie J. W. Stewart, the local 
manager of the Hand-in-Hand Branch 


ROCKEFELLER’S INSURANCE 


of the Commercial Union Assurance a _ 
Company, has been selected by the | '2¢ insurance in the residence of 
Hasgow Council to be Lord Provost of John D. Rockefeller, which burned 


the city. 


near Cleveland recently, was $100,000. 


COLONIAL INSURANCE AGENCY 


34 MAIDEN LANE Phone John 1: 


10 NEW YORK CITY 


AUTOMOBILE AND ALL FIRE AND CASUALTY LINES 


IN’ SERVWVICI 

















Associated Mutual 
Agency Incorporated 


B. J. ALLEY, Manager 


68 William St., New York 








Exceptional Facilities for Writing 
Business Throughout the United States 





























307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 





Hartford began business to-day. This 
organization is put in the field to 
handle the agency plant of the Nord- 
Deutsche, which it has re-insured, at 
points where the Automobile of Hart- 
ford already has a satisfactory agency 
connection, and it is not desirable to 
have a dual agency. It is probable few 
agencies of the fire and marine under- 








PHILADELPH!A 





ADEQUATE 
FACILITIES 


ALL LINES 











CLARENCE A. KROUSE & CO. 
LOCAL ANp GENERAL AGENTS 
325 WALNUT STREET 


PHILADELPHIA, PA. 


SATISFACTION 
SERVICE 


ALL LINES 














writers will be planted in Cook County. 
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NEW JERSEY 

















4, 1918, 

















1 {u 














January 4, 1918. 


THE EASTERN UNDERWRITER 








| 15 














Raise Suspension on 
Pennsylvania Dailies 





DEPARTMENT MAKES A RULING 





Reports Held up to Collect 10 Per 
Cent. Advance—What McCulloch 
Said 


A sigh of relief among Pennsylvania 
jocal agents has gone up as a result 
of the lifting of suspensions of hun- 
dreds of daily reports, held up by the 
rating bureaus of the State for “viola- 
tions.” Following the recent advances 
in rates in the State (to take effect 
November 22, 1917) many belated daily 
reports mailed before the agents knew 
of the advance were held for the cor- 
rected rate. One of the leading agents 
of the State made a protest to the 
Pennsylvania Insurance Department, 
and received the following ruling from 
Deputy Insurance Commissioner Mc- 
Culloch: 





Department’s Ruling 
“IT am in receipt of ‘your favor, and 
ja reply beg to say that the action of 
the Middle Department, as outlined by 
you, is clearly a discrimination and in 
direct violation of the Act of 1915. 


“A specific date is fixed upon which 
the increased rate becomes effective, 
and all policies written or renewed cov- 


‘ering business expiring previous to the 


date fixed are entitled to the old rate, 
while every policy, no matter when it 
may be written up, covering business 
that becomes effective on and after the 
date of the promulgation of the in- 
creased rate, should be required to pay 
the additional charge. Of course, 
agents who might have had previous 
notice of the intention of the Middle 
Department to make an increase could 
not and should not be permitted to 
cancel and re-write business for a long- 
er term so as to give the policyholders 
advantage of the old rate.” 

Circular Clearing the Violations 

The action of the Middle Department 
in raising the suspensions is found in 
the following letter from Secretary 
Wiederholt: 

“Our executive committee has in- 
structed us to clear all violations now 
in our files for the absence of rate 
advances, aS promulgated by Bulle- 
tins A and B, and covering policies 
whose term is dated to begin prior to 
November 22, 1917, the daily reports 
for which did not reach our district 
secretary’s office until November 22, 
or subsequent thereto. The _ relief, 
herein referred to, only applies to vio- 
lations recorded up to December 21, 
1917, and any dailies received there- 
after, dated prior to November 22, will 
be violated unless the advance is in- 
cluded. Where there are other viola- 
tions than the question of advance the 
advance only is to be cleared.” 

The Rate Increases 

The rate advances are explained in 

Bulletins A and B as follows: 
Bulletin A 

To Agents: At a special meeting of 
the Underwriters’ Association of the 
Middle Department held this day the 
following was adopted: 

Specific and minimum rates, bearing 
date of promulgation prior to Novem- 
ber 22, 1917, upon mercantiles, build- 
ings and all contents, rated as unpro- 
tected, sprinklered risks excepted, 
shall be advanced 15 per cent. as of 
November 22, 1917. 

Specific and minimum rates, bearing 
date of promulgation prior to Novem- 
ber 22, 1917, upon all contents of mer- 
cantiles, rated as protected, sprink 
lered risks excepted, shall be advanced 
10 per cent. as of November 22, 1917. 

Specific and minimum rates, bearing 
date of promulgation prior to Novem- 
ber 22, 1917, upon all hotels, commer- 


‘take effect as of 


cial and resort, boarding houses, hos- 
pitals, sanitariums, club houses and all 
contents of the classes specified, rated 
as unprotected shall be advanced 290 
per cent. as of November 22, 1917, 
sprinklered risks excepted. 

The advances herein specified are to 
be applied as directed, and to the re- 
sult add 10 per cent. in accord with 
Bulletin B. Secretary. 

Bulletin B 

To Agents: At a special meeting of 
the Underwriters’ Association of the 
Middle Department held this day the 
following was adopted: 

General Advance of 10 Per Cent. 

That all rates, minimum and speci- 
fic, shall be advanced 10 per cent. to 
November 21, 1917. 
This advance shall apply to all rates 
now in effect or hereafter published 
until such time as business conditions 
warrant its removal. Any advances 
upon specific classes, effective concur- 
rently with this increase or subse- 
quently promulgated, shall be applied 
first and 10 per cent. added to the re- 
sult. This 10 per cent. advance will 
not be included in any published rates. 
The necessity for this action is ob- 
vious and warrants your full support. 
Secretary. 


THE LUCKY FARMER 
Premiums on Farm Property (Exclu- 
sive of Dwellings), Deduc- 
tible Under Income Tax 
In the 15,000 word primer issued by 
the Treasury Department covering 
questions that arise in the application 
of the income tax, questions 54 and 55 
and their answers are of interest to 

fire insurance men. 

54. Can the amount of life insurance 
premiums and premiums paid for in- 
surance on my residence be claimed 
as deductions? 

No, as these are 
of personal expenses. 
pay premiums on insurance policies 
covering farm buildings, other than 
your dwelling house, or on any prop- 
erty used for business purposes, these 
premiums are allowable as deductions. 

55. A tenant, under the terms of a 
lease, is obligated to pay a certain caSh 
rental and all taxes assessed against 
the property and keep it insured. May 
ne claim as a business expense the ag- 
gregate amount of rental, taxes, and 
insurance premiums paid? 

Yes, if the property is used by the 
tenant for business or trade purposes 
and not as a home, the aggregate 
amount may be claimed as a deduction 
for the year during which actuaily 
paid. 


held to be items 
If, however, you 


ONE WAY TO GET BUSINESS 

Commenting upon the aftermath of 
the burning of the Forest Hill Coun- 
try Club the Newark “Call” this week 
quoted a Newark agent as saying: 

“We have written $100,000 in poli- 
cies since this fire. It was mostly in 
the nature of additional insurance, the 
reed of protecting a house thoroughly 
being demonstrated by the practically 
complete destruction of the club 
house.” 





ENJOINS COMMISSIONER AMBLER 

Commissioner Ambler, of Pennsyl- 
vania, has been enjoined from cancel- 
ing the license of the American Drug- 
gists, of Cincinnati. The controversy 
is over the new rate law, which the 
American Druggists maintains is un- 
constitutional. There will be a hearing 
January 21. 





JOHN J. FITZGERALD DEAD 

John J. Fitzgerald, who died in South 
Orange, N. J., a few days ago, was 
eighty-seven years old and had been 
in the local insurance business for 
half a century. 








“*The Leading Fire Insurance Company in A merica’” 


= Aetna Fire Underwriters Agency | 


ARTNA INSURANCE COMPANY 





of Aetna Insurance Co. 


| Application For Agencies Invited 








NORTH AMERICA LEADS 





Out Atlantic Mutual in Marine 
Insurance Business—Pre- 
miums and Losses 


Beat 





The agitation in favor of expansion 
of marine insurance facilities in the 
United States, preparatory to the trade 
expansion campaign after the war, calls 
attention to the statistics on marine in- 
surance in this country, says the 
“Towne Crier.” The reports made to 
the State insurance departments do not 
segregate the purely marine insurance 
figures, as the rapidly growing automo- 
bile line is usually covered under the 
marine forms. The net marine and in- 
land premiums written in the United 
States last year were $90,807,520, with 
a loss ratio of 41.7 per cent. This was 
on increase of over 51.6 per cent. in pre- 
miums, as compared with 1915, when 
the loss ratio was 47.3. The ratio of 
marine premiums to all premiums of 
the companies writing the line was 26.6. 
The loss ratio on all business of 
the companies writing marine insurance 
was 50.3, while the marine loss ratio 
was 41.7. 

The Insurance Company of North 
America led in marine premiums with 
$7,383,225, followed by the Atlantic Mu- 
tual with $6,697,875; the Firemen’s 
Fund with $5,629,931; the Manheim with 
$3,464,665; the Aetna with $3,234,135; 
the St. Paul with $3,232,777; the United 
States Lloyds with $3,191,308; the Globe 
& Rutgers with $3,163,773, and the Ros- 
sia with $3,137,265. 


FORESTVILLE AGENCY BOUGHT 
Fred C. Myers of Rudolph, New 
York, hag purchased of Charles F. 
Record the Forestville Insurance 
Agency which was established in 1864. 
COMMERCIAL TRUCK BUSINESS 
All signs point to a good year for 
commercial automobile business, but 
a> to pleasure cars there is consider- 
able doubt as to the ultimate outcome. 








| 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 


E. S. eve Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 
too WILLIAM STREET, NEW YORK 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859 
STATEMENT, JANUARY 1, 1917 
Cash Capital ....... $1,000,000.00 


RE cs cetnaewesete 8,553,704.22 
LAMDUNGED oc cccccces 4,222,485.60 
Net Surplus ........ 3,331,218.62 
Surplus for Policy 

Se: sbewaevens 4,331,218.62 


HEAD OFFICE 
Cor. William and Cedar Streets 











LONDON, 


United States Branch 
92 William Street, New York 


INCORPORATED 1720 


Royal Exchange Assurance 


ENGLAND 
RICHARD D. HARVEY 


United States Manager 








Cash (Capital 
Net Serples .......00- 


JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 





Firemen’s Insurance Co., Newark, N. J. 


January 1, 1917 


SURPLUS TO POLICYHOLDERS. . .$3,699,322.25 


DANIEL H. DUNHAM, President 


sesenaaveus $1,250,000.00 
esiees .. . -$2,449,322.25 


A. H. HASSTNG! 
J. K. MELD: U™ 
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A Conflict Over 


the Insurance Policy 


INTERESTING WISCONSIN MATTER 


State’s New Valued Policy Law Con. 
trasted with Standard Fire In- 
surance Policy 


Madison, Wis., Dec. 31.—That the full 
value insurance policy law enacted at 
the 1917 session of the Wisconsin legis- 
lature is not repealed by the adoption 
by the same legislature of the standard 
fire policy Attorney 
General Owen Governor 


is the opinion of 
to Lieutenant 


fk. F. Dithmar today. In 1915 the so- 
culled full value policy law wags re- 
pealed. Lieutenant Governor E. F. Dith- 


mar made a fight for the re-enactment 
of the law by the 1917 session and won 
out, but the same legislature enacted a 
standard fire policy law, which places 
some of the provisions of the full value 
law in conflict. 

Opinion on the Two Statutes 

As soon as the matter was discovered 
and attention was called to the fact that 
the standard fire policy was being dis- 
tributed in the State to take effect Jan- 
vary 1, 1918, Mr. Dithmar asked an opin- 
icn as to the effect of the two statutes, 
one upon the other; what would be the 
rule of damages in case of a total loss 
of fire after January 1, 1918, and what 
action should be taken to prevent the 
use of the new policy. form. 

“These two chapters of the laws of 
1917 are apparently in conflict,” says 
the opinion. “Both are the enactments 
of the legislature of the year. Chapter 
461 does not, in terms, repeal the pro- 
visions of Chapter 127. Both are en- 
titled to recognition and to enforcement 
as far as the same can be carried out. 
According to the well-known rules of 
statutory construction, repeal of a stat- 
ute by implication is not favored, and 
where there are two aflirmative statutes, 
or sections of the same statute, on the 
same subject, the one will not repeal 
the other, if they can stand together 


Court Action not Necessary 

“It is also a well-known rule of con- 
struction that where two laws conflict 
and the earlier will admit of a reason 
able construction, leaving the latter one 
in foree, such construction will be 
adopted, otherwise the latter law will 
prevail. 

“It is clear that as to personal prop 
erty, such chapters are not in any wise 
in conflict. Chapter 461 is not a part of 
the form of the policy of insurance. It 
constitutes a statutory rule of damages 
for a certain class of property wholly 
destroyed by fire, viz., real property, 
“and, where real property is wholly de- 
stroyed under the proposed new policy, 
the provisions of said chapter would 
prevail over the terms included in the 
form of policy prescribed in Chapter 
127. The insurance companies will no 
doubt adopt this statutory rule of dam- 
ages, in the adjustment of fire losses 
under such insurance contract, but fail- 
ing to do so the courts will compel such 
action. 

“It is my opinion that the situation 
does not call for any action by the 
courts to prevent the use of. the pro- 
posed new policy form. There can be 


See Subtle Propaganda 
for Dean Schedule 


INSPIRED ARTICLES 


CHARGE OF 


Insurance Papers Seem Able to Fore- 
cast Future Action of Rating 
Organizations 


Articles about the progress of the 
Dean or Analytical rating schedule in 
the Kast, and forecasts of what is going 
to happen throughout the country, show 
such an unanimity of confidence and 
optimism in the Western schedule. that 
some insurance men hint that these ar- 
ticles may be “inspired.” The articles 
the Dean Schedule began to 
appear in insurance newspapers after 
the New England test which resulted in 
the adoption of that schedule in New 
England. 

It will be recalled that three schedules 
tested in Hartford, one of them 
being the Larter & Lemmon, or L. & L. 
Schedule. Hartford, although the home 
of many fire insurance companies, had 
never before been rated by schedule. 
More than seven hundred tests were 
made, and the Dean won out, in which 
achievement Eugene Smith, of Chicago, 
who applied the Dean tests had been 
the subject of a great many encomiums. 
and has been hailed as a first-class dip- 
lomat. 





boosting 


were 


Would Sweep the Country 


Following the New England test ar- 
ticles began appearing in insurance 
papers everywhere saying that it was 
all over, but the shouting, and that the 
Dean schedule would sweep througi 
the country. Some papers even went 
so far as to say it would be adopted 
by the Southeastern and the Pacific 
Coast rating bodies. Just where they 
got their inside information is rather 
interesting. Mr. Dean, (he is Western 
manager of the Springfield Fire & Ma- 
rine) has had nothing to do with the 
propaganda—if such it be, but has all 
along taken a most modest position, re- 
fusing to make any statement for pub- 
lication. Some of his admirers, how- 
ever, are not so silent. 


ASK SHALLCROSS AND LOUDON 

Cecil F. Shallcross, manager of the 
koyal; and Hugh R. Loudon, deputy 
manager of the Liverpool & London 
& Globe, have accepted invitations to 
altend the annual meeting of the New 
Jersey Association of Fire Underwrit- 
ers to be held in Trenton on February 
14. 


little question as to how the chapters 
under consideration will be construed 
by the courts. Undoubtedly the wording 
of the proposed new policy will lead to 
considerable misunderstanding on the 
part of the insured as to his rights 
thereunder and in respect to the rule 
of damages applicable in case of a total 
loss of the real property described 
therein. Without legislative action the 
courts may in time be called upon to 
declare the law, and, if so, I am confi- 
dent that it will be declared as herein 
stated.” 


a 





1 Liberty Street 


THE 


JACKSON-SMITH AGENCY, INC. 


ANNOUNCES 


New York City 





JACKSON & 





That It Has Succeeded 


AS 
General Agents 
Preferred Accident Insurance Co. 
Agent, Automobile Department 
Insurance Company of North America 


City Surety Agent 


Hartford Accident & Indemnity Co. 


POTTER, Inc. 








MAY INCREASE HAZARD 

Government officials in charge of the 
work of conserving the coal supply are 
urging the use of wood, especially in 
churches. They point out that in such 
buildings heat is required only for a 
short time and then in large volume. 
No other fuel answers the purpose so 
well as wood. The same situation ap- 
piles to rural schools, lodge and grange 
halls and similar places. What the in- 
creased fire hazard is, if any, in using 
wood instead of coal is for the fire 
prevention engineers to decide. 


SPRINKLER LOSSES HEAVY 

As a result of the cold wave and 
the coal shortage, the executive of one 
of the companies which writes a large 
sprinkler leakage business estimates 
that the 1917 underwriting profit of the 
majority of companies writing sprink- 
ler leakage, has been extinguished. 


RATE CONFERENCE JANUARY 9 

A conference regarding New York 
City rates was held last Thursday be- 
tween a special committee of the New 
Yerk Fire Insurance Exchange and the 
National Board of Fire Underwriters. 
The committee from the National Board 
is expected to make its report to the 
ixchange at the meeting of the latter 
on January 9. 


The insurance business of the late 
EK. E. Frost, Oswego, N. Y., has been 
taken over by Frank W. Parker. 





Thomas Moore, 
ance agent 
recently. 


a prominent insur- 
in Scranton, Pa., died 





TO MEET IN CHICAGO 
The mid-year meeting of the Nation- 
al Association of Insurance Agents will 
be held in Chicago at the Hotel La 
Salle on February 21, 22 and 23. It 
will be one of the most interesting in 
the history of that Association. 
AUTOMOBILE THEFT RECORD 
In New York last year 2,269 automo 
biles were stolen and 1,905 recovered. 
SIGNS OF THE TIMES 
Signs like this may soon be seen on 
William Street: 
ZENITH INSURANCE COMPANY 
Aviation Department 
Four Flights Up 


ARRESTS IN NORFOLK 
The Norfolk, Va., fire has resulted 
in a large number of arrests. 


MR. EATON’S CONDITION 

The condition of Henry W. Eaton, 
United States manager of the Liver- 
pool & London & Globe, who is suffer- 
ing an attack of nervous prostration, is 
somewhat improved. It will be some- 
time before he is able to return to his 
office. 














BROKERS! 


KEEP PGSTED 
BY READING 


THE EASTERN UNDERWRITER 
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CASUALTY COMPANY 


THAMES & MERSEY MARINE INSURANCE CO., Ltd. 
SECURITY MUTUAL FIRE INSURANCE CO. of MINN. 


HEAD OFFICES: 411-13 Walnut Street, PHILADELPHIA 


JONES, LAUNT & BARRETT, Inc., GENERAL AGENTS 


CAPITAL FIRE INSURANCE COMPANY of CAL. 
CHICAGO BONDING & INSURANCE COMPANY 


BOSTON 
NEW YORK 
LONDON 
CHICAGO 


BALTIMORE States. 


NEW YORK OFFICE: 95 William Street, NEW YORK CITY 


We are strictly an Agency Office, and can offer 
service and facilities anywhere in the United 
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Increased Rates 
Hastened Mutual 


HUDSON RIVER ICE MEN 
Mutual Managers Claim Stock Com- 
panies not Getting Correct 
Payroll Data 





JOIN 





Organization of a mutual to write ice 
dealers and harvesters has been under 
consideration for a long time but noth- 
ing was done until after compensation 
rates had been advanced very materi- 
ally in New York. Then the Ice Deal- 
ers Mutual Insurance Company was 
launched. 

The company claims to have most of 
the dealers on the Hudson River lined 
up, besides some in New York and 
Brooklyn. The payroll of the river 
plants is $500,000 a year. Besides there 
is the other business in the State vet 
to be heard from. The mutual has also 
been assured the business of certain 
large plants in Mohawk Valley cities 
and as far West as Buffalo. 

The managers claim that this mutual 
will have the benefit of much informa- 
tion in possession of the Ice Publicity 
Association and the National Ice Asso- 
ciation of America, of which a large 
number of its prospective policyholders 
are members. It is the purpose of the 
mutual not to insure any plants which 
have not the approval of either one of 
these associations, the headquarters of 
which is at 18 East Forty-second Street, 
New York, where the mutual will also 
be domiciled. 


Expect Inside Track 

Through the co-operation of these as- 
sociations the mutual managers feel 
certain that it will be impossible for 
the dealers to under-state payroll or 
misrepresent conditions in the plants 
and that the company will get the full 
premium, whereas, they claim, the stock 
companies are in many cases receiving 
premium on only fifty per cent. of pay- 
roll because they have no way of check- 
ing it up. 

Arrangements have been made with 
the American Reinsurance Company to 
take all excess lines over $25,000. It 
is estimated that not over sixty per 
cent. of the business can be subject to 
catastrophe hazard owing to the pro- 
portion of drivers and helpers repre- 
sented in the payrolls. 

The company has joined the Bureau 
and will write compensation and public, 
teams and automobile liability. 


Rates on ice dealers were recently in- 
creased from $3.24 to $5.67 plus 5 per 
cent.; harvesters $5.27 to $9.54 plus 5 
per cent. The mutual men claim that 
while the stock companies are collecting 
premiums on the payroll basis of the 
higher wages now being paid, their lia- 
bility is still kept within the old limits 
by law. While they do not feel inclined 
to make any definite promises as to div- 
idends to policyholders the mutual man- 
agers intimate that they expect to save 
at least the difference between the old 
and the new rates. 





ENGLISH LEAVES DEPARTMENT 

Commissioner English, of Iowa, who 
is president of the Convention of In- 
surance Commissioners, has resigned 
to become president of the Iowa Bond- 
ing & Casualty Company, Des Moines, 
which will shortly start business, with 
$1,000,000 capital and about $500,000 
furplus. Before going with the depart- 
Ment he was a newspaper man. 





Maccabees To Sell 
Health and Accident 


WILL START NEW DEPARTMENT 
C. S. Hoag Leaves Federal 
to Take 
surance Career 


Casualty 
Charge—His __In- 


Cc. S. Hoag has resigned from the 
Federal Casualty to go with the Mac- 
cabees of the World, a fraternal organ- 
ization with headquarters in Detroit, 
and with whom he will have full charge 
of a new accident and health department 
they are about to inaugurate, combining 
the regular monthly payment plan of 
personal accident and health insurance 
with fraternalism, making each accident 
and health policyholder a social mem- 
ber of the order. The development of 
this branch will be along lines similar 
o those employed by the regular acci- 
dent and health companies, and with 
which he is quite familiar. 





Mr. Hoag’s first experience in the in- 
1901, as a 
solicitor in Detroit for a mutual com- 


pany (now defunct) obtaining the dis- 
trict managership for Detroit a little 
later, developing a business of $2,000 
per month. In 1903 he was offered and 
accepted the position of agency manager 
for the Company, remaining with them 
until the first of March, 1905, when he 
became connected with the Standard 
Accident Insurance Company of Detroit, 
organizing and having charge of their 
industrial department, severing his con- 
nection with them in October, 1912. On 
January 1, 1918, he became connected 
with the Federal Casualty Company of 
Detroit, as assistant secretary, in charge 
of the agency department, tendering his 
resignation to President Cliff December 
1, effective the 31st, to enter his new 
work with the Maccabees January 1. 


surance business began in 


BEUTINGER CASE DECIDED 


General Accident Scores a Victory in 
the New Jersey Supreme 
Court ? 


Judge Dunean, of the 
Supreme Court, on 


New Jersey 
Wednesday of this 
week, decided the case of the admin- 
istratrix of Christof Beutinger in favor 
of the General Accident. 

Mrs. Beutinger was adjudged insane 
and not guilty of having murdered her 
husband a few months ago. She car- 
ried a policy for $7,500 in the General 
Accident on which she brought suit. 

Judge Duncan in his opinion said 
that the ground for deciding the case 
is that there was a breach of war- 
ranty in respect to the moral and in- 
temperate habits of the assured. 


Accident 
Health Automobile 
Plate Glass 
Burglary Liability 








FIDELITY & DEPOSIT CO. 
OF MARYLAND 
BALTIMORE 


Fidelity 
Contract Judicial 
Public Official 
Depository Bonds 





American Rate Plan 
Adopted in Canada 


COMPENSATION AND 


Eastern Association Committee to 
Work Out Details for New Bruns 
wick and Quebec 


LIABILITY 





That the American plan of work- 
men’s compensation and liability rating 
should have been adopted in toto by 
the HWastern Casualty Underwriters As- 
sociation of Canada for New Brunswick 
aud Quebec is a distinct compliment to 
those who have had in charge the 
task of developing this system. This 
action was taken at a meeting in Mon- 
treal last week, at which G. F. Michel- 
bacher, actuary of the National Work- 
men’s Compensation Service Bureau 
was present. <A special committee of 
managers was appointed to study the 
details and arrange to carry out this 
program. 

The Canadian companies are going to 
take the Basic Manual and extend 
it to those two provinces by means of 
a rate sheet, just as the Manual is ex- 
tended to any one of the compensa- 
tion States. In addition they will adopt 
the liability rates contained in the 
Manual, applying schedule experience 
rating in conjunction with the Manual. 

They will use the American experi- 
ence plus an actuarial estimate of the 
relationship of cost of compensation in 
Quebec and New Brunswick to the cost 
of compensation in the States. 

The present Canadian rates may be 
said to be purely judgment rates which 
have been used in the absence of a 
large volume of experience such as is 
available in the States. 


THE NEW POOL 


Meeting to be Held in Offices of Royal 
Indemnity Company 
To-day 

A meeting regarding the new extra 
hazard compensation pool will be held 
in the offices of the Royal Indemnity 
Company to-day. The situation in New 
Jersey demands immediate action or 
there will be real monopolistic insur- 
ance there. The companies finally have 
awakened to the importance of this 
situation. 


AETNA FAVORS EMPLOYES 
The Aetna Life Insurance Company 
and affiliated companies this week an- 
nounced a bonus to all employes of the 
three companies of one-half a month's 
salary. 
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(jeneral Accident 


FIRE ‘AND LIFE 


ASSURANCE CORPORATION, Lid. 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING - 4°" & WALNUT STS. 
PHILADELPHIA 








Position Wanted 
by thoroughly experienced 
Surety Man. 





Address “SURETY” | 


Underwriter 
Street 


c/o The Eastern 
105 William 




















Reporting Data 
For New Manual 


COMPLETE INFORMATION ASKED 


Occupations Common to All Industries 
Listed Only Under Respective 
Headings 
Presented here is an excerpt from a 
report made to the manual committee 
o: the Health & Accident Underwriters’ 
(Ccnference by an agent who 
signed to investigate the chain 
industry. Reports of this 
are particularly valuable because they 
give full information on the hazard of 
each particular occupation and also the 
investigator’s recommendations in re- 

The report follows: 
This occupation should 
not ‘be listed as “Assembler,” but rath- 
er as “Welder.” 
for the hazard of this occupation. 

Color Room Man.—tThis occupation 
should be listed as “Blacker,” instead 
Man.” It refers to 
the man who colors the chains. Class 
“D” would be proper for the hazard. 

Counter Sinker. such 
occupation in this industry. This 
should be eliminated from the list. 

Cutter.—This should be changed to 
“Shearsman,” and rated in class “EK.” 

Dolly Fireman.—This should be 
changed to “Dolly Chainmaker,” as 
“Dolly Fireman” is never used. Class 
“E” would be proper for the hazard 
involved. 

Driller.—This occupation does not 
come under the chain industry. The 
work is done by machinists. It should 
not be listed, as a “driller” has nothing 
to do with the manufacture of chains. 

Forger.—This man operates a drop 
hammer and makes shackles, hooks, 
etc. He should be classed in “E.” 

Reamer.—This occupation is obsolete 
and should be eliminated from the list. 
The work is now done by machinists. 


was as 
works 
character 


gard thereto 


Assembler. 


“me 


Class ’ is correct 


of “Color Room 


There is no 


Avoiding Duplication. 

Under each industry listed in the 
new manual will be found classifica- 
tions for all occupations having haz- 
ards peculiar to that particular indus- 
try which are rated either higher or 
lower than the proper class for a 
laborer in that industry. All other 


(Continued on page 18) 
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Largest Bond Written 
Surety men are still talking about th: 
remarkable bond written on E. f 
Bliss & Co. The premium was $47,500; 
bond, $4,700,000; contract (torpedoes, 
etc.), $47,700,000. It was written by the 
Fidelity & Deposit, excess above net line 
being parceled out. It is said one com- 
pany took $800,000. 
* * * F 
$1,750,000 in Premiums 
It has been a great year for Conkling, 
Price & Webb, Chicago. It is reported 
that office wound up the year with $1,- 
750,000 premium income. 
” 7 ~ 


Unusual Accident 
Assistant United States Manager 
Thomas C. Moore of the General Acci- 
dent met with an unfortunate accident 
recently. While filling the gasoline tank 
of his auto his gloves, which were sat- 
urated with gasoline, became ignited, 
and before he could remove them both 

hands were painfully burned. 

+ * + 


Writes President of Insurance Company 

Manager William N. Heard, of the 
Newark branch of the Aetna, is elated 
over the fact that his office has written 
two combination residence policies total- 
ling $60,000. Both policies are for For- 
rest F. Dryden, president of The Pru- 
dential Insurance Company, of Newark 

One of these policies covers Mr. Dry- 
den’s home, “Stronghold,” at Mine 
Mount, Bernardsville, New Jersey, and 
covers in the amount of $50,000 under 
the burglary clause. The other policy 
is issued for Mr. Dryden’s city residence, 
ut No. 59 Lincoln Park, Newark, New 
Jersey, with a coverage of $10,000 under 
the burglary clause. 


Both of these policies were placed 
through the Newark branch office by 
Special Agent F. W. T. Stiles. 

The Newark branch office has within 
the last year been making a drive for 
miscellaneous lines and this drive has 
met with marked success. The com- 
bination residence business written 
through that office so far this year 
amounts to $5,000. 

A number of branch offices and gen- 
eral agencies have within the last year 
come to realize that the miscellaneous 
lines form an important part of their 
income. These lines are easier to put 
on their books than the larger sched- 
ules in some of the other departments, 
and, when once put on the books, they 
are there to stay. 

is ~ - 
Maryland Office Damaged 

A good example of water damage 
was given in the office of the Maryland 
Casualty Company at 100 William 
Street, where the ceiling is ruined by 
the bursting of a frozen water pipe on 
the floor above. The Maryland has long 
been a writer of water damage insur- 
ance. 

+ + * 


Water Losses Heavy 


In the fire offices this week the uni- 
versal cry is losses, losses, principally 
sprinkler leakage, but with plenty of 
total fire losses also. In the casualty 
offices writing water damage and resi- 
dence combination business the losses 
have been coming in at a lively rate 
ever since the cold snap began. The 
experience of this winter should make 
it easy to sell this class of insurance 
next fall. 








Advance Generally Approved 


Most all the compensation States 
have approved the 5 per cent. increase 
in rates which went into effect Decem- 
ber 31. There are still five or six 
which for one reason or another have 
not yet been convinced of the neces- 
sity for the advance. 

* * * 
Year’s Work Satisfactory 

In casualty offices generally there is 
an atmosphere of satisfaction and op- 
timism regarding the underwriting re- 
sults of the year. Were it possible to 
say the same of the securities held by 
the companies, 1917 would be a year 
of general all around good results. 

* * * 
Tribute to F. W. Ford 

This month agents of the General 
Accident will honor F. W. Ford, agency 
manager, industria] department, with a 
special drive for business. A vigorous 
campaign is on under the direction of 
C. H. Carey, superintendent claim de- 
partment; L. M. Ambler, superintend- 
ent underwriting department; A. J. 
Miller, industrial accountant, and M. 
Green, manager weekly department. 

* ” * 
Commercial Casualty’s Year 

The Commercial Casualty of Newark 
reports that it will make an increase 
of $600,000 in assets, and $750,000 in 
premiums in 1917. The company will 
close the year with assets slightly over 
$3,000,000, and the premium income 
will be over $2,500,000. Loss and man- 
agement expenses will be about the 
same as last year. Speaking of the 
year’s work Secretary W. Van Winkle 
says: 

“Our investments have been largely 
increased; as a matter of fact, we 
have passed the stage where it is nec- 
essary for us to make any money out 
of the insurance end of our business, 
our income from our investments bring 
sufficient to pay our dividends, and, at 
the same time, allowing us to increase 
cur surplus even though our underwrit- 
ings are only held even. On account 
of our large increase in premiums we 
have a large increase in reserves, both 
in re-insurance and in _ losses, but, 
even with this increase, we would ex- 
pect to show an increase in surplus 
if securities were of the same value 
as they were a year ago.” 

*” + ~ 


View of Liquor Bonds 


Some surety bond men believe that 
the companies will be disappointed with 
results under the new bonds guarantee- 
ing the payment of the war tax on 
I‘quors. ‘They point out that under 
the old distiller’s bond—which, by the 
way, was sold as low as twenty-five 
cents a thousand—in event of default 
the Government took the distillery and 
sold the contents. If after that there 
Was any deficit the Government looked 
to the surety for it. It is argued that 
row when the Government needs 
money so urgently, it will not take the 
trouble to go through the process for 
recovery practiced under the old dis- 
t'ller’s bond, but will demand imme- 
diate settlement by the surety, and that 
a large number of these claims will 
be made at about the same time. 





To-night’s burglarly is not covered 
by to-morrow’s policy. 





~—# How Wisconsin Rate 


Has Been Readjusted 


FIVE PER CENT. MORE LOADING 
Companies Have Decided to Increase 
Pure Premium Established 
By Board 

What the Compensation Insurance 
Board of Wisconsin has done on the 
1ate situation is to approve a five per 
cent. increase in the maximum load- 
ing for management expense, taxes 
and profits, as an alternative for the 
flat five per cent. increase in rates 
promulgated by the Bureau. The com- 
panies have in addition increased the 
pure premium multiplier from 3.25 
plus .01 to 3.63 plus .01. 

Generally speaking compensation rat- 
ing laws resolve themselves into two 
types; those which provide for both 
adequacy and reasonableness of the 
rate, and those which recognize only 
one of these elements, adequacy or rea- 
sonableness. Where the law is specific 
as to both, there is no escape from 
its terms; but where only one element 
is specifically limited the carriers 
have certain latitude in fixing rates 
This is the case in Wisconsin. Sec- 
tion 637 of the laws of 1917, provides 
as follows: 

May Change Pure Premium 

“For the purpose of providing for 
the solvency of companies writing 
workmen’s compensation insurance in 
this State, the Compensation Insurance 
Board shall approve a minimum ade- 
quate pure premium for every classi- 
fication under which such business is 
written * * * The Board shall al- 
s0 approve maximum and minimum 
expense loadings to ‘be incorporated 
in premiums collected on such business 
in this State * * *. In fixing a rate 
for any classification, no company 
shall use a pure premium less than 
that approved as adequate by the Com- 
pensation Insurance Board for that 
classification. Any company may, in 
fixing a rate for any classification, use 
a pure premium higher than that es- 
tablished by the Compensation Insur- 
ance Board for that classification.” 

Interpreted, this means that the Wis- 
consin statute gives individual con- 
sideration to the two elements of the 
rate; namely, the pure premium and 
the loading for management expenses, 
taxes and underwriting profit and loss. 
Provision is specifically made permit- 
ting any company, so desiring, to use 
a pure premium higher than that es- 
tablished by the Board. It is unlawful, 
however, for any company to exceed 
the maximum loading for management 
expenses, taxes, and profit which shall 
be established by the Board. 

Lowering and Raising Rates 

Now, suppose a carrier wishes to use 
a rate lower than the stock company 
rate; how may this be done in Wis- 
consin? The company may not use a 
pure premium lower than that estab- 
lished by the Compensation Insurance 
Board as adequate. However, if the 
company can convince the Board that 
its organization and management is 
such that it can conduct its compen- 
sation business at an expense lower 
than the maximum expense loading 
established by the Board it may file 
such expense loading with the Board 
and use it in the establishment of its 
rates. This is what the mutuals have 
dene in Wisconsin. 

But it is higher rates the stock com- 
panies asked for in Wisconsin. Under 
the law they have the right to use a 
pure premium higher than that estab- 
lished by the Board, but to make any 
increase in the loading for manage- 
ment expenses, taxes and profit (now 
20 per cent. to 40 per cent.) they 
must obtain the Board’s approval. 
This they accomplished. To make up 
the remainder of the desired increase 





ee 


TRAVELERS APPOINTMENTS 

John B. Egan, special agent, the 
Travelers Indemnity Company, steam 
boiler department, now in the training 
school, has been assigned to the Albany 
branch office and reported for duty on 
December 31. 

Fred H. Minton, assistant credit man 
for the Morris Plan Company of New 
York City, has been appointed specia] 
agent, compensation and liability de. 
partment, effective January 1. He will 
report to the home office for instruc. 
tion in the training school on Janv- 
ary 2. 

Charles L. Platts, of Bridgeport, 
Conn., employed as salesman by The 


Andrew Radel Oyster Company of 
South Norwalk, Conn., has been ap- 
pcinted special agent, compensation 


and liability department, effective Jan- 
uary 1, 1918. He will report to the 
home office for instruction in the Train- 
ing School on January 2. 

Joseph W. Reilly, employed as civil 
engineer by the Delaware & Hudson 
Company of Albany, N. Y., has been ap- 
pcinted special agent, compensation 
and liability department, effective Janu- 
ary 1, 1918. He will report to the home 
office for instruction in the training 
school on January 2. 





GET HOME FIRE & MARINE 
O. G. Orr & Co. on Thursday an- 
nounced their appointment as Atlantic 
marine managers of the Home Fire & 
Marine, of San Francisco. This com- 
pany is owned by the Fireman’s Fund, 





ANOTHER DEPARTMENT APPROVES 

The Massachusetts Department has 
approved the flat increase of five per 
cent. in compensation rates. 





The National Surety has been ap 
pointed selling agent for the United 
States Government in connection with 
the distribution of the war savings 
stamps. 


The National Surety had two teams 
working in the Red Cross campaign, 
one composed of ten women and the 
other ten men. 








New Accident Manual 
(Continued from page 17) 
workers peculiar to that industry will 
be classified under the blanket classi- 
fication given for “Worker or Laborer 
(not otherwise classified).” Occupa- 
tions having hazards which are com- 
mon to practically all industries are 
not listed under each industry but 
only under their respective headings. 

For example: 


Accountant Janitor 
Buyer Machinist 
Carpenter Manufacturer 
Checker or Office Employes 
Tallyman Paymaster 
Deliveryman Receiving Clerk 
Electrician Salesman 
Engineer Shipping Clerk 
Fireman Superintendent 
Foreman, supervis- Timekeeper 
ing only Watchman 
Inspector Weigher 


This plan eliminates the necessity 
of duplicating hundreds of classifica- 
tions throughout the Manual, reduces 
the occasion for cross-referencing and 
greatly facilitates the work of both the 
agent and the company. 


they advanced the multiplier used in 
computing the minimum adequate pure 
premium, as stated above. 














BIG WRITERS 
READ 
THE EASTERN UNDERWRITER 


Each Week for New Ideas 


DO YOU? 
Subscription $3 a Year 


January 
——— 


Cc 


properl 
through 
insuffic 
there i 
gome C 
a doze 
crigina 
some 

letters 
Agents 
these 

rests ‘ 


Rob! 
In 


for th 
atock 
were 
on n 
thoug 
ratio 
able | 
least 
quent 
ups 

growt 
takes 
In ti 
comp 
te ai 
decre 





4, 1918, 


nt, the 
, Steam 
training 
Albany 
duty on 


lit man 
of New 
Special] 
lity de. 
He will 
instruc. 
| Janu- 


feport, 
y The 
ny of 
en ap- 
isation 
fe Jan- 
to the 
Train- 


3 civil 
ludson 
en ap- 
sation 
Janu- 
home 
zining 








january 4, 1918. 


THE EASTERN UNDERWRITER 


19 





— 


With the mails clogged, 


Why Add _ postage up, the railroads 
to congested, this advice 
Confusion from the Fidelity & De- 


posit is particularly time- 
ly: There are two kinds of needless 
jetters; the letter from the home office 
pecause the business has not been 
properly written by the agent, either 
through lack of answers, error in rates, 
insufficient information, etc. Then 
there is the “Follow Up Letter.” In 
some cases the home office sends half 
a dozen follow-up letters, where, if the 
eriginal letter had been replied to with 
some definite advice, the subsequent 
letters would not have been written. 
Agents sometimes are irritated by 
these follow-up letters, but the cure 
rests entirely with the agent. 


* * * 
Agents who have 
Robbery Rates been writing  bur- 


not 
Increased 


glary insurance have 
received a notice of 
an increase of rates 
for the residence, safe, mercantile open 
gtock and bank risks. Robbery rates 
were not increased nor were the rates 
on money in_ banks. These were 
thought to be adequate as the loss 
ratio is at present low enough to en- 
able the companies for the present at 
least to stand the increase. More fre- 
quently than ever one reads of hold- 
ups and bank ‘burglaries, but’ tne 
growth in the business at present 
fakes care of the increasing losses. 
In time it may not, but of that the 
companies will wait until they have 
to ask an increase or can afford a 
decrease. 
~ - 
There are periods dur- 
Plan Ahead ing the course of the 
in Dull year when every agent 
Seasons is compelled to mark 
time. Such seasons can 
be turned to good advantage by ac- 
cepting the opportunity=thus afforded 
te plan ahead to the time when the 
days will not be long enough for plan- 
ning and working too. It is a good 
idea to sit down alone during these 
quiet spells and do some constructive 


thinking. Provide yourself with a 
pad and pencil and as your thoughts 
¢erystallize into tangible suggestions 


note them down. You will be surprtsea 
to learn how easy it is under this 
method to plan your work ahead and 
thereby save time when you need it 


most for active solicitation. Your 
time is your capital, spend it wisely. 
--The “General’s Review.” 
oa La * 
The injury would have 
Thereis No been bad enough no 
“Safe” matter what the man’s 
Occupation occupation, but he hap- 


pened to be an account- 
ent, one who must have the full free 
use of his arm or he is worthless so 
fa. as his particular work is concerned, 
totally disabled from following his 
usual business. He was examining the 
tame plate of a motor, and lost his 
balance. A loose end’ of clothing was 
pulled into the machine, became 
Wrapped around the motor shaft, and 
brought about injuries to his shoulder 
and elbow that disabled him totally 
for nearly two years. The Maryland 
Casualty Company paid him twenty- 
five dollars a ‘week until this indem- 
nity under his accident policy amount- 


‘ed to two thousand seven hundred 


dollars. Accountants, like men in other 
modern professions, lead lives appar- 
ently sheltered from danger. But 
both the daily newspapers and the 
Claim reports received at the home of- 
fice show how frequently and painfully 
this idea of safety is being driven 
from the minds of men engaged in all 
sorts of “safe” occupations. Hence 
‘accident insurance. Every man needs it. 











Companies are always 
Good Advice justified in insisting on 
on prompt collections. To- 
Collections day it is an absolute 
right to require premi- 
um accounts to be kept strictly to the 
letter of agency contracts. We are 
not preaching anything which we are 
not practicing. We are requiring 
all our salaried offices to cancel all 
policies, and such bonds as can be 
cancelled, which have not been paid 
for at the end of sixty days. This 
rroves we do not care for the business 
if we can’t get our money on time. 
Few of our representatives are in a 
position to appreciate what insurance 
companies are now confronted with in 
largely increased operating cost and 
heavy additional taxes. In order to 
meet running expenses and loss pay- 
ments, substantial cash balances are 
necessary. But aside from all this, ur 
collected money is an idle asset. We 
cannot afford any idle assets in these 
times when every dollar of resources 
must be made to return more than 
ever before.—The “Fidelity Journal.” 
+ a * 


The Chicago Bonding has 
received the following let- 
ter which caused hysteria 
in the office: 

“Enclosed please find check 
for additional premium on 


Hint to 
Surety 
Agents 


for $5.85 


bond in —— — City. Engineer’s fi- 
pal estimate $19,870—premium at $5.00, 
$99.35. Amount paid, $93.50, balance, 
$5.85.” 


This would indicate, adds the com- 
pany, that our agents are overlooking 
an opportunity of picking up additional 
comission in collecting additional pre- 
miums due on contract bonds when the 
contracts are in excess of the original 
estimate. 


7 7 . 
Losses on_ sheriffs’ 
Financial bonds seldom arise 
Responsibility out of direct actions 
of Sheriffs of the sheriff, but are 
usually caused by 


the deputy either misinterpreting some 
writ or process or acting in excess 
cf his authority. No sheriff ought to 
assume this hazard, and where the 
laws of the State do not require the 
deputy sheriff to furnish bond, then 
the sheriff ought to insist wpon this 
protection for his own personal benefit. 
If the sheriff does not protect himself 
against defaults occurring through 
acts of his deputies then this liability 
must be assumed by the surety sign- 
ing the sheriff's official bond. The 
surety should stand sponsor for the 
sheriff alone, and hence the import- 
ance of taking care of the deputy fea- 
ture. If the surety is not to assume 
the burden of facing the expense of 
defending the damage suits as they 
arise, then the sheriff ought to be suf- 
ficiently strong financially to assume 
this responsibility himself. This should 
be ascertained before signing. Don’t 
write the bond unless the sheriff can 
defend and take care of all damage 
suits filed against him.—The “Fideli- 
ty Journal.” 
on . 7 


Realizing that a _ great 
deal of time of home of- 
fice employes is wasted 
on the two pay days each 
month, on account of the 
system which has been in vogue, the 
Fidelity & Deposit, starting with Jan- 
vary 15, will try a new system. A 
messenger from the treasurer’s depart- 
rient will go through all the depart- 
ments with each employe’s salary in 
cash in individual envelopes. Employes 
will sign these envelopes as a receipt 
for the proper amount. Under such 
a plan no one will have to leave his 


Needless 
Delays on 
Pay Day 











W. E. SMALL, President 








PETER EPES, Agency Mer. E. P. AMERINE, Secretary 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........$1,526,022.81 





























INSURANCE CO. 
HOME OFFICE, 


Russell R. Cornell, Vice-Pres. 


| The METROPOLITAN CASUALTY 


CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


I EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 
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OF NEW YORK 
47 CEDAR STREET 


Alonze G. Brooks, Ass’t Sen, 
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General Manag Fi ts 
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een Guarantee & Accident Co., Ltd. 


OF LONDON, 






F. J. WALTERS 
Resident Manager 
S55 JOHN STREET 
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BUSINESS=BUILDERS 











BOSTON 
Paid-In Capital $1,500,000 





DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 








T. J. FALVEY, President 
Write For Territory 





desk and the time and work of sev- 

eral hundred employes will not be se- 

riously impaired on two days each 
month as it has been in the past. 

* * - 

An applicant for a fidelity 

Manof bond wrote as follows to 

Many the Fidelity & Deposit: “In 

Jobs May, 1910, I left Chicago to 

see the West. I landed in 

Tacoma, and went to work as a fire- 


man at the Pacific Building for a cou- 
ple of weeks; then as a barker out- 
side of a novelty store for a week or 
so, and wound up at Tacoma as a ma- 
chinist at the Williamette Iron & Steel 
Company. 1 then went to Portland as 
a real estate salesman, and after a 
few weeks went to work at the Port- 
land Iron & Steel Company as a ma- 
chinist for about eight weeks. From 
Portland I went to Spokane and fruit 
farmed for L. A. Dyar, Keisling, Wash., 
from about October 1, 1910, until Jan- 
vary, 1911. Then I rented a ranch 
from P. McGregor, Hooper, Wash., un- 
tii I was frosted out in March. From 
that time until I went to work for the 
Griffin Wheel Company I picked straw- 
berries in Walla Walla; afterward 
painted houses at Pocatello; I farmeu 
peaches at Penawawa; mixed concrete 
at Ogden, Utah; carried the hod at 
Salt Lake City; was a carpenter at 





The Employers’ Liability 
Assurance Corporation, Ltd, 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building 
33 BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 











Denver and did numerous other things 
that I cannot remember.” 


Complaint About Collections 


The impression is abroad that cas- 
ualty collections are going from bad 
to worse. The complaint is general. 
There are a few managers, however, 
who are congratulating themselves that 
they never let this situation get the 
upper hand and they are not regretting 
that they had the courage and foresight 
to turn away business which could 
have had no other result than to swell 
velume at the expense of everything 
else. 
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Can you find no better use for your time than to spend the best part of 
it turning 362 pages every time you want to quote an automobile rate ? 
Ni 
he Simplicity of These R ! ef 
Compare the Simplicity o ese Kates: ec 
6é ° .3) - ° wt 
The “Definite Value” Automobile Policy 
A clearly defined policy protecting an automobile owner—indemnifying for loss by fire, theft, ex- 
plosion and other hazards. . 
It is simple in language, and definite in terms—it positively fixes the value of a car, during the life of » 
the policy, on a basis determined by the men who made and sold the car. Ba 
In the event of a total loss, it sag the amount of fixed value shown in the policy contract, thereby 
avoiding any controversy in settling and paying the loss. 
In the event of a partial loss, it pays for the repair or replacement of all parts, to the full extent of the 
damage. J 
Compare the protection and the cost of this policy with other forms of automobile insurance. a 
the 
PREMIUM RATES wh 
All premiums are based on list price of car. Rates quoted are for each one hundred dollars of list price. ins 
The rate is not increased on renewal. Freight charges and war tax may be added to amount of insurance. “ 
Pleasure and Commercial Cars a 
Full Cover on 
Full Cover Excluding Theft ek 
Models Listing $2,500 or Over................. $1.00 .80 cents 
Models Listing $1,000 to $2,500............... $1.50 .80 cents , 
Models Listing Under $1,000................. $2.00 .80 cents de 
Extra Equipment, Including Theft— Extra Equipment Excluding Theft— m 
Twice the rate charged for car. Same rate as charged for car. ta 
Electric Cars—All Models 
.75 cents for fire and theft. a 
€ 
es a of 
es du 
Collision Insurance Property Damage ai 
anda Pao or damage above twenty-five dollars in Indemnity to extent of one thousand dollars for damage _ 
(For full cover add thirty-five dollars to all premiums.) done to property of others. 61 
Pleasure Cars J Pleasure Cars . 
1% % a yd pom ae wun aS Geen ebeben In Cities nt “g* age thousand population. 
In Cities over one hundred thousand population. en Dollars Premium th 
2% of list price $25.00 minimum premium In Cities over one hundred thousand population. 
: Commercial Cars _ Fifteen Dollars Premium 
Regardless of size of city. T 
2%% of list price $30.00 minimum premium Commercial Cars—Decline property damage. tt 
a me - eaewer Pe ee o a. ol 
TERM POLICIES : 
Two Years Insurance—One and three-quarter times annual rate. rs 
Three Years Insurance—Two and one-half times annual rate. Ww 
Pro rata cancellation allowed on old insurance when new car purchased : 
and insured. t 
Taxi Cabs, “Jitneys,” Rented, Livery, Second-Hand Cars and Dealers’ Cars 
WILL NOT BE INSURED UNDER THIS FORM OF POLICY 
. 8 
= - a a n 
— ————<$<——<——SS —= tl 
THIS POLICY IS WRITTEN ONLY BY j 
FIRE INSURANCE CO. INSURANCE COMPANY 
Capital $500,000 Capital $1,000,000 
NEW BRUNSWICK, NEW JERSEY NEWARK, NEW JERSEY ; 























